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ways to use GLASS 


“to enhance the living comfort 


and salability of low-cost houses” 


Comfort and salability. These primary considerations led 
the judges to award the $2,500 prize for the “Best Use of 
Glass” to Architect Seymour R. Joseph, of Joseph & Vladeck, 
New York, in the NAHB-Forum House Design Competition. 

The plans and details show how practical and economical 
Mr. Joseph’s ideas are. Also, how appealing to home buyers 
because of the excellent daylighting, adequate ventilation, a 
feeling of spaciousness, personal privacy and a view outdoors. 

Especially notice the walls. Their 48” modular construction 
takes standard size materials. Without change in the up- 
rights or cross members, walls can have more fixed glass or 


ventilating windows, or more panels, as taste prefers. 
And what a feature this is! 


For comfort, fuel economy and maximum usability of floor 
space, Thermopane* insulating glass is specified for all win- 
dows. The modular window wall makes Thermopane easily 
affordable for low-cost homes. 

For answers to any questions you may have, write Libbey: 


Owens:-Ford Glass Co., 1561 Nicholas Bldg., Toledo 3, Ohio. 























Details of living room window wall. 2°’ x 6"’ wood 
frame. Standard projected sosh are 45%’ x 25%’, 
take standard Thermopane units 422’ x 22%’. Fixed 
units are standard 45%2°' x 25'%"' throughout house. 
Insect screens are attached inside. 


FLOOR PLAN 
showing ten 











glass features, 
keyed below. 

















1. Louvrex glass wall with sliding clear panels 
above for ventilation 2. Counter bar passthrough 
with sliding Flutex glass panels. 3. Aklo* (heot 
absorbing) Skytex wire glass sunshades to diffuse 
light. 4. Projected sash with clear Thermopane 
5. Projected sash with Thermopane sandblasted 
for privacy. 6. Fixed sash with clear Thermopane 
for view. 7. Floor-to-ceiling mirror. 8. Mirror | 
doors, room side. 9. Sliding Luminex glass en- 
closed tub-shower. 10. Built-in vanity mirror. 














Two Panes of Glass 
Blanket of dry oir 
LOOK FOR THE NAME ON THE SEAL BETWEEN THE PANES insulates window 


—=---= FOR BETTER VISION SPECIFY THERMOPANE MADE WITH POLISHED PLATE GLASS ---~-7o5—~~ 
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T. M. REGISTERED 


are Unconditionally Guaranteed 





and here’s what _ makes that guarantee 


the interlocking, 


300d 


ventilated all wood core that provides 
unduplicated strength and stability 


On the surface, flush hollow core doors may look much 
alike, but it’s what's beneath the face that determines the 
service and satisfaction that you can expect. Here’s where 
the superiority of Paine Rezo doors is most pronounced; 
for nowhere else will you find equal dimensional stability, 
nor such lightness in weight combined with great struc- 
tural strength. 

For these reasons architects and contractors everywhere 
have installed more than four million Paine Rezo doors in 


buildings of every type. No other hollow core door has 
been so widely endorsed, so thoroughly time-proved. Re- 
member, when you specify Paine Rezo doors your satisfac- 
tion, now and in the future, is unconditionally guaranteed. 

See SWEET’S catalog — or write for an illustrated 
data bulletin. 


Oshkosh 
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eastwood 


Two bedroom home modern as 
this moment designed by Robison 
Heap noted contemporary ar- 
chitect. 


crestwood 


Three bedroom home for more 
and better living designed by 
Karl R. Schwarz and Forrest R. 
West—A. |. A. 


archwood 


Four bedroom home another first 
in better housing by nationally 
known contemporary architect 
Oscar Stonorov—A.|.A.—A.1.P. 


PeaSeway 


81G. vu. $, Pat, OFF, 


» « « first in better living. 











@ NOW for the first time you can offer prefabri- 
cated contemporary design homes. Designed 
by noted architects—Oscar Stonorov, Schwarz 
and West, and Robison Heap. 


Now’s the time to get the story on these Peaseway “new-design” homes 


—first contemporary designs for folks who want modern precision built 
homes. 


And now's the time to learn about the Peaseway Plan—an assured 
method to increase your profits on homes by building more homes faster, 
turning over your capital more often, reducing your costs and building 
homes that sell immediately. 


Peaseway homes give folks what they want—quick construction and de- 
livery; floor plans to suit the needs of every size family, every pocket- 
book, and every taste from Cape Cod to Contemporary; quality, dur- 
ability, live-ability—built-in to assure owner satisfaction. All this at 
established costs. 

If you're struggling along now, building only a few houses each year— 
or if you're building many houses each year—for buf little profit, decide 
now to investigate the Peaseway Plan. See for yourself the great va- 
riety of designs exclusively yours if you become a Peaseway franchise 
dealer. A limited number of these valuable franchises are available to 
builders east of the Mississippi. 

Send today—just a few lines on your letterhead asking for the Pease- 
way Plan. Within a few days you'll receive the information that will 
point the way to bigger profits for you. So don’t delay—send today. 


Write to GeorGe R. Smiri 


THE PEASE WOODWORK COMPANY 
CINCINNATI 23, OHIO 
"In business in Cincinnati since 1893’’ 
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MAYBE A MAN 
FROM MARS 


COULD SEE THE 
HIDDEN 
CONSTRUCTION 
OF YOUR HOME! 
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But... CustomerssNeedseroot suse 
4 
/ 


VA Zils 
to Prove Top QualitydGonstructionylnroughout, 


Most customers have no way of judging 





the quality of internal construction. They 
don’t have the X-ray eyes of a man from 
Mars—how can they recognize the built-in 
quality you feature? 

Your prospects judge a house in terms of 
things they know . . . and they know a good 
kitchen from a cheap one! An American 
Kitchen spells high-quality . . . easily rec- 
ognized ... and prospects use it as a sort 
of measuring stick to judge the quality of 


the hidden construction as well. 


It pays to feature American Kitchens. 
They are more economical because they 
give you more sales return per dollar, sell 
houses faster than any other brand. ee eee © Sanaa 


ens is proof of the quality of the hid 
den materials all through the house 





Builders from coast to coast use American “ 


Kitchens to add value to their homes. In ad- TODAY 
gree to Builders — MAIL TO) 


nersville, ind 


dition, American Kitchens save money on 


labor costs because they are easy to install. Ameria 


AVCO Me 
Please hav 
your new 


File 


Name 


e my distributes sortase 
: | -| ect an 
On your next project . . . feature Ameri- owe 


— 


can Kitchens and sell homes faster! Mail 


— 


coupon at right today for free file. Address 


Zone Stale 


City 


AMERICAN CENTRAL 
DIVISION 


AVCO \ CONNERSVILLE, 
LT-att INDIANA 


NEVAMAR high-pres- 
sure laminates conform 
to NEMA specifications. 


4ée 


Building? Remodeling? Look into 
NEVAMAR first! Here is a surfac- 
ing material that gives the builder 
endless opportunities to build 
beauty and durability into any 
project. NEVAMAR comes to you 
in clear, true colors and patterns 
that won't wear off. It never needs 
painting or refinishing and it’s so 
easy to keep spotlessly clean. Use 
NEVAMAR on every type of sur- 
face: on wall paneling and built-in 
fixtures, on bar tops and counters, 


ney eed Cig af 


in residential, commercial or in- 
dustrial applications. Get all the 
facts that every master builder 


should know about NEVAMAR 


Write For This 
Free Booklet 


In this colorful bro- 
chure, you will see 
actual photographs 
that suggest how 
you can use NE 

MAR. Write today. 


SOLE DISTRIBUTORS: THE NEVAMAR COMPANY, BALTIMORE-30, MD. 


WZ NATIONAL Zits Brett Coeeony 


Manufacturers of Nevamar High-Pressure Laminates + SARAN FILAMENTS + Wynene Molded Products 


ODENTON, MARYLAND «NEW YORK: EMPIRE STATE BUILDING « LOS ANGELES: 2252 EAST 37™ STREET 
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as fundamental as 


built-in plumbin 


EA 


Leo L. Fischer, Architect 


You wouldn’t think of building a home without concealed 
water pipes. Yet without telephone raceways, there’s always the 
chance that telephone wires will be exposed. 
{ good house To protect the beauty of thoughtfully planned interiors, 
is always better it’s always wise to provide built-in telephone raceways. 
when it includes 


Your Bell Telephone Company will be glad to help you plan economical 


conduit for telephone conduit installations. 


telephone wires. Just call your nearest Business Office. 


TELEPHONE S Ys T EM 








HOW MANY 


homes like this can YOU sell? 











MR. REALTOR! Here’s your BEST sales opportunity... 


If you have more buyers than homes . . . if you accepted for FHA and GI financing. 
know you can sell low-priced homes that are You and your builder can team up for profitable 
ready for occupancy then here’s a real oppor- building and selling of BEST homes. Dozens of 
tunity! BEST homes are now being delivered realtors are doing this now securing BEST 
within a 500-mile radius of Peoria, Illinois. Two- homes on an exclusive franchise. It’s a sure way 
bedroom and three-bedroom sizes are available to make volume sales while avoiding building 
with a choice of elevations. They're priced and financing headaches. Write, wire or phone 
from about $7,000 . A.F. of L. built for full details now! 


‘ Powerful newspaper advertisements, radio wees §=€6BEST 6uhomes’ low down-payments and 
L copy and beautiful hand-out literature * vt low monthly cost gives you the sure-fire 
, help you sell more BEST homes Bm oe sales argument of payments less than rent! 


Thousands of BEST homes have proven Toe § BEST homes have automatic oil furnace, 
themselves already — BEST dealers have  -Z. nationally-known sink and kitchen cabi- 
‘ " 


tripled in the past 2 years. There's sales or = nets, ‘“Kentile” floors . . . can be built 
magic in the name “BEST”! with or without basement 


Member Prefabricated Home Manufacturing Institute 
ei tT and National Association of Home Builders 


us 





BEST HOMES, INC. © G28 W. LAKE STREET © PEORIA, ILLINOIS 
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ENGEL 


novow-cone7” poors 


have patented INSULOK CORES 








Menger’s patented Insulok Core—special inter- 
locking grid construction—3” surface width (on 
114” centers)—permits a stronger bond between 
core and faces ... greater dimensional stability . . . 


a lighter, more durable and trouble-free door. 


Mengel Flush Doors also provide many other ad- 
vantages. They are designed and built to the high- 
est standards of quality for extra durability, extra 
eye-appeal. Get all the facts. Write today for our 
new full-color descriptive A.1.A. catalog, includ- 
ing specifications, 


Plywood Division, THE MENGEL COMPANY. Coudsuille /, Kentucky 
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Now you can 
do something 
about the weather 


This is how you can help your buyers ob- 
tain complete comfort indoors, day and 
night, through all the seasons. 


Install Bryant All-Weather Conditioning 
for refreshing summer cooling . . . auto- 
matic gas heating in winter . . . stimulating 
air circulation all the year . . . and inde- 
pendent, automatic control of humidity that 
eliminates that cold, “clammy” feeling. 


The Bryant All-Weather Conditioner is 
designed for ease of installation and main- 
tenance. All basic equipment and controls 
are concealed within a single, compact steel 
jacket. Cooling system, using safe, odorless 
Freon F-12, meets all code requirements. 
Hevigage Heat Exchanger and built-in draft 
diverter of heating component are porce- 
lain-enameled for extra long life. Five dif- 
ferent safety devices throughout the unit 
provide complete protection. 


Build more value and livability into your 
houses with Bryant All-Weather Condition- 
ing. For application data and specifi- 
cations, contact the Bryant Distrib- 

utor in your locality or write di- 

rect. Bryant Heater Division, 

Dept. 133, Affiliated Gas 

Equipment, Inc., 17825 St. 

Clair Ave., Cleveland 10, O. 





‘a let the pup be weatherman 
ond P f 2 q 
5 n ce g capacities 
vas heating inputs from 100,000 
to 200,000 Btu per hour, for We. 
se with all gases. P ei 
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* A uaury propuct COMPETITIVE wit 
kowest- 7a 3 setters « 


THE F.C. RUSSELL COMPANY 
Department 7- NR-41 Cleveland 1, Ohio 


y of informative data 
Prime Windows 


Title 
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FOR PERMANENCE WITH 
MINIMUM MAINTENANCE 
AT LOWEST COST... 


spelt é 
Haran 


Lowest in price of all rustproof metals, aluminum 
has additional superiorities important to all realty 
investment. Aluminum is non-staining the 
years merely “weather” it to greater beauty, with 
no need for protective painting. And aluminum’s 
capacity to reflect up to 95% of radiant heat makes 
it excellent insulation, either as roofing and sidinz 
or inside walls and attic. For the latter applica- 
tions, Reynolds Aluminum Reflective Insulation 
also provides maximum vapor barrier protection. 
Reynolds Metals Company, Building Products Sec- 
tion, Louisville 1, Ky. 





Wi 





RERNOLDS Lifetime ALUMINUM GUTTERS AND DOWNSPOUTS 


FLASHING + ROOFING ACCESSORIES + NAILS 





ATED + WEATHERBOARD SIDING 
5-V CRIMP AND CORRUGATED ROOFING AND SIDING 


REYNOLDS ALUMINUM WINDOWS 
Residential Casement, Double-Hung, Fixed and Picture 


REYNOLDS ALUMINUM REFLECTIVE INSULATION 


Aluminum is required for planes and other military needs. 
Production on some of the above items continues but in 
limited amount. Expanding aluminum capacity promises 
increased supply. 


y see aust 
ws Not 
REYNOLDS 
fefime ALUMINUM 
BUILDING PRODUCTS 


REYNOLDS ALUMINUM 


eee ee == MAIL THIS COUPON oe ae oe me ee 
Reynolds Metals Company, 6 | 
Building Products Section, 
2016 South Ninth St., Louisville 1, Ky. 

From the listing above, | am particularly interested in the 
following products. Please send complete information. 


Company 
Address. 
City 


a — 


State 


I 

H 

| 

i 

1 

- J 
Name___ . i i 
1 

I 

i 

l 

a 
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What's Behind CMP? 


FFECTIVE July 1, another government “alpha 

_4 bet” agency goes into operation and its jurisdic 
tion will have indirect bearing on the real estate 
and building industry. 

Labeled the Control Materials Plan, or CMP, the 
plan has as its purpose assuring a balanced flow of 
essential production and construction with a mini- 
mum of interference to civilian economy. It is to pro 
vide facts and figures on supply and demand of key 
materials. The “control materials” chosen are steel, 


| aluminum, and copper because they provide the best 


yardstick for measuring productive effort. 

The basic role of the government is to establish the 
over-all needs of the country for essential products 
and facilities, to balance these needs against the sup- 


| ply of key materials, and to authorize producers in 
| industry to go ahead on eas tion with a guarantee 
| of the necessary materials 


In order to make CMP procedures as simple and 
efficient as possible, all produc ~ ep CMP materials 
are classified into “A” and ‘ products. An “A” 


| product is of special design, for oan use, and which 


is sold to one or a relatively few customers. A “B” 
product is of general design, sold to many customers, 
and one for which it is not convenient or efficient to 
pass on materials allotments. 

Although all products are classified, only certain 
ones will be programmed under CMP and receive 
guaranteed allotments of materials. During the first 


| phase of CMP, applications must be filed by produc- 
ers of military products and certain related defense 


construction. 

Manufacturers of the following “B” products must 
also file applications: construction and mining ma 
chinery, elevators and escalators, electrical control 


| and wiring apparatus, fabricated structural steel prod 


ucts. office machines, lighting fixtures, incandescent 
and fluorescent electric lamps, window and door 
screens, plumbing fixtures, oil burners, metal doors, 
sash, on frame, and sheet metal products such as 
roofing and culverts. 

Currently exempted from filing applications are 
manufacturers of household refrigerators, freezers, 
and comfort air conditioning, residential heating and 
cooking equipment, household electrical appliances, 
sheet metal awnings and radiator enclosures, house 
hold equipment such as dishwashing machines and 
water softeners, and signs and advertising displays. 

It is important to note that not all producers now 
asked to file applications will necessarily receive al- 
lotments of CMP materials nor will producers not 
now required to file applications be guaranteed that 
they might not have to file in the future. 

Application forms CMP 4A and CMP 4B, similar 
to those in use during World War II, are to be used 
to make application for allotments of controlled ma 
terials. 

At present, there are seven regulations under CMP. 
The first defines rights and obligations under the 
plan, the second regulates inventories, the third de- 
fines preference status of delivery orders, the fourth 
Feet delivery procedure for CMP materials, the 
fifth explains how to obtain materials for mainten 
ance, repair, and operating supplies, the sixth details 
how to obtain materials for construction, and the 
seventh discusses the rules under which a repairman 
may obtain materials. 
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NATIONAL HOMES presents 
Vew [992 “Super-Thrilt” Homes 


Completely Restyled, Outside ant Refinements to Meet To- 


and In— New Lower, Smarter day's Demand for Larger, More 
Roof Lines—Dozens of Import- Spacious Homes at Low Cost 





National Homes again proves its leadership with these 


sparkling new 1952 versions of the sensationally popular 
“Thrift Home.” They are already winning orders from 
value-wise home seekers, at close to 1950 peak. If your 
volume has bogged down, investigate. Your inquiry will 
be held in strict confidence. 


ALREADY A Smash Hit! 


First showing of 1952 National “Super- 
Thrift” Homes at Lafayette drew over 
4,600 people, produced hundreds of 
prospects, dozens of immediate orders. & 
National dealers elsewhere report equal , 
enthusiasm for new designs. Your ter- 
ritory may be open. Get the facts! 





Pil 


NATIONAL HOMES CORPORATION Lafayette, ind., and Horseheads, N.Y. 


NATION’S LARGEST PRODUCERS OF PREFABRICATED HOMES 
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LOOK! OUR HONEYWELL CONTROLS HAVE 
PAID FOR THEMSELVES ALREADY! 





Chances are that’s what you'// say—a few years 
after you replace your outmoded temperature 
controls with a Honeywell weatherstat system 

The latest Honeywell controls set new stand 
ards of accuracy—stop wasteful overheating. And 
these controls are the simplest ever built—cost 
you much less to maintain 

That's not all! With modern Honeywell 
equipment, you keep your occupants happier 


and more comfortable. And you spend far less 


time and money adjusting complaints about 
the heat 

Why not call your Honeywell office today? 
Or write Honeywell, Dept. BJ-6-112, Minne- 
apolis 8, Minnesota. Ask for a FREE SURVEY of 
your temperature control requirements by a 
Honeywell engineer. There’s no cost or obliga- 


tion—you've nothing to lose but your troubles 


Honeywell 


Fiat oe Controls 
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The Washington Column 


Washington, D. C. — Congress has heard from the 
grass roots concerning extension of controls under the 
Defense Production Act of 1950. Groups that have 
had to live with controls testified, in nearly all cases, 
against them. For example, the CIO and National 
Association of Home Builders, both told Congress that 
Regulation X is working against the little fellow 
Regulation X, Congress heard, was making it practi 
cally impossible for low and moderate income groups 
to buy new housing, while the wealthy could pick 
and choose. 

Realty groups also hit at extending controls over 
homes built anytime before August 3, 1950, as Presi 
dent Truman had requested. Congress, however. 
seems little interested in this amendment. It appears 
that Congress will vote a 60 to 90-day extension of 
the Defense Production Act while it further considers 
testimony. Act is due to expire June 30. The vet 
groups were heard from, too. VFW has asked for a 
complete exemption from Regulation X of all GI 
loans on homes costing less than $12,000 

* *£ & &€ 


Public housing is caught in a hassle between the 
House and Senate. Latter has approved 50.000 units 
for 1951, former said 5000 was enough. If it comes 
to a compromise, look for something below 25,000 
Public housers are pulling all strings to keep the pro 
gram at a high level aided or retarded, as the case 
may be, by Truman recommendations to Congress 
Truman approved 75,000 units recently for 1951 
But even in the top production days PHA never pro 
duced anything like 75,000 units in any one year 

* * * & 


The direct home loan program for vets is still 
snarled in the Hill. Senate approved a two-year ex 
tension to direct GI loans as part of the new defense 
housing bill which it approved recently and sent over 
to the House. But the House already has a sub-com 
mittee approved measure providing for the same two 
year extension. Red tape probably will be cut in a 
few weeks. It must be remembered that the present 
Congress has been one of the most unproductive in 
history, with only three major bills passed so far 

* *£ & & 


Deadline is June 30 for all those engaged in ex 
tending real estate credit or acting as agent for a 
lender to register with the nearest Federal Reserve 
Bank or branch on Form FR 269. Anyone entering 
the business after that date must register within 30 
days after becoming engaged in the business 

* * * & 


The Home Owners’ Loan Corporation has now 
closed its books, locked its doors, and gone out of busi 
ness as a lending and mortgage-holding agency of the 
government. The HOLC turned over a check for 
nearly $14 million of surplus to the U. S. Treasury, 
representing the financial results of the corporation's 
$314 billion rescue task of the depression years 

* *£ & * 


Manly Fleischmann, NPA administration, says 
that if the open-ended plan for CMP does not operate 
well during the third quarter, durable goods will go 
into CMP to give them the advantage of allotments 
“We aren't going to allow civilian production to be a 


(Please turn to page 41) 
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sz of the Great Acceptability of i 


e i *S BRIGGS BEAUTYWARE! 


first choice in 


NEW YORK 


HOUSING PROGRAM! 


The biggest builders don’t take chances! They use 
equipment they can depend on—equipment they 
know for quality and durability! That’s why Briggs 
Beautyware is first choice among leading project 
builders from coast to coast! 

In the mammoth New York Housing Program, for 
instance, Briggs Beautyware has been installed in 
5,123 apartments since 1948. It has been - sayeoen 
for a total of 11,753 apartments now in the con- 
struction or planning stage. This is just oe of many 
important building projects where Briggs Beauty- 
ware has been used! 


Whether yours is a big job or a small one—follow 
the leaders! Install modern, appealing Briggs 
Beautyware plumbing fixtures and know you are 
using the best! 
BRIGGS MANUFACTURING COMPANY 
3001 MILLER AVE., DETROIT 11, MICHIGAN 


BRIGGS BEAUTYWARE IS BEING USED 
IN ALL THESE N.Y. HOUSING PROJECTS! 
Amsterdam Houses Astoria Houses 
Jacob Riis Houses Sedgewick Houses 
South Beach Houses St. Nicholas Houses 
Todt Hill Houses Stephen Foster Houses 
Boulevard Houses Lexington Houses 
Dyckman Houses Morrisania Houses 
Ravenswood Houses Woodside Houses 


ferro 


PLUMBING FIXTURES 
International Show Room —101 Park Ave., New York City 
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Shortage Mirage @Ceoeeeeeeeeeeeeeeeeeeeeeeseeeeeeeeeeesd 


F MANUFACTURERS don't stop shipping me vast quantities of 

so-called ‘short items’,” a hasidmeseanetianais dealer said to us the 
other day, “I’m going to have trouble finding enough storage space.” 

Reports from around the country indicate that many wholesalers 
and retailers feel the same way. Certainly some items are in short 
supply . . . but it is equally true that many are not. It’s difficult to tell 
the sheep from the goats these days. Government propagandists are 
working away prodigiously to stimulate shortages of all kinds. 

A case in point is rental housing. 

Back in 1942, although this country had never known a housing 
shortage, a group of bureaucrats, armed with three-syllable words 
and a knack for twisting figures, sold the rent control idea. People 
were scared .. . and within a year there was a housing shortage . . . 
all stimulated by some political do-gooders. 

Rent control has driven rental housing off the market faster than 
additional units have been added. Although nearly three million 
rental units have been added to the market since 1940, through new 
construction and conversion, we have 523,000 fewer rental units to 
day than in 1940. Why? Because controls have made ownership of 
rental property unprofitable. Controls have backfired. 

Through the hard work of some enterprising individuals, com- 
munities were finally given the option to remain under federal rent 
ceilings or get out from under controls. Again bureaucrats set to work 
to panic the people. “Rents will double and triple; there will be a 
serious housing + catia mass evictions will result,” they said, and 
many people believed 

The towns and cities that had courage enough to see for themselves 
found that some rents did go up, but not in proportion to wages, food, 
home furnishings, and the like. And, to the surprise of many, there 
were no riots, nor mass evictions. In Los Angeles, for example, where 
city officials finally won a fight with Housing Expediter Tighe Woods 
and decontrolled the city last December, a factual report shows that 
rents have increased only 6.1%, vacancies are up, evictions are neg- 
ligible, and decontrol is a dead issue. 

Now a new scare campaign is on, The Senate and House are consid 
ering bills to extend the Defense Production Act of 1950. These bills 
would establish a new “rent stabilization” program, giving the Presi 
dent authority to establish maximum rents on both housing and busi 
ness structures in any area where he considered such action necessary 
to the defense effort. Actually, it gives him control of all real estate 
and the right to condemn any that he sees fit. Those are broad powers 

. capable of socializing the second largest industry in the nation. 
They do not strike at the cause of inflation; they do not add to the ef- 
fective prosecution of a war. 

We don't know whether Washington bureaucrats and propagan 
dists are trying to sharpen dulled buying habits through their “short 
age’ campaigns, or lead us down a one way street to socialism, or just 
attach more importance to their jobs. We do know that it’s about time 
we condition ourselves to such “hoopla” and do something about it. 
Instead of a few men waging the rent battle for us, every member 

Publisher of the real estate and building industry had better make an all-out 
Hersert S. STAMATS “grass roots’ drive to get the federal government out of the rent pic 
Editor and Business Manager ture. That doesn’t mean we all have to trip to Washington. It Toes 
Raven H. Clements mean that we'd better start convincing our neighbors and people on 
Meneging BAjier the street about the dangers of this unnecessary federal regimentation 
Bos Fawcers while we and they still have an opportunity to do something about it. 
If we don't, “scare” campaigns will continue to stimulate shortages, 
’ and the country will be ripe for socialized housing. The weight of 
Ricnarp W. Rover 
; 2 red tape will become so heavy on our shoulders that the back of our 
pce re pager tonags industry will be broken. 
Legal Editor: George F. Anderson 
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Opportunities for Builders in Low-Rent Housing 


By LILLARD McGEE 


ITH federal downpayment 

requirements putting a crimp 
in home buying, more real estate 
builders are turning to rental hous- 
ing with renewed interest. But the 
big problem is how to bring to 
day’s high construction costs down 
in line with a demand for low 
rentals. 

In Memphis, where 12,000 
dwellings were declared unfit for 
human habitation and hundreds of 
substandard houses littered the 
countryside, builders decided to 
tackle the problem of providing 
the best housing possible at the 
least cost. And their methods offer 
a good case study for any real 
estate builder considering the low- 
cost field 

Most of the bad housing in 
Memphis was occupied by Ne 
groes. Although their wages had 
risen and they could afford better 
housing after the war, there was 
a shortage, and slum conditions 
continued 

As a start, several builders be 
gan moving into the field of low- 
cost housing for sale and found a 
ready market for houses in the 
$4950 to $6000 price bracket. Be 
cause of the serious demand, the 
FHA permitted these houses to be 
built and sold with a minimum of 
refinements. The houses are frame. 
on conventional foundations, cov 
ered with patent sheathing, and 
have for the most part pine floors 
over rough lumber subfloors. Drop 


How can you build rental units in today’s markets to rent for less 
than $50 a month? Memphis builders are doing it and have done it. 
Seme 2000 units already have been completed. They say the prob- 
lem is principally solved on the drawing board, with a sharp eye to 
land, [abor, and market. Here are the methods they are using to 
replace 12,000 uninhabitable dwellings with mass-market housing 


cord lights were used, and lino 
leum laid on bathroom and kitchen 
floors. The houses are four rooms 
each, heated by space heaters, and 
have kitchens equipped with only 
a sink and hot water heater. 

About this time, Wallace E. 
Johnson, Inc., and Larkin & Mc- 
Gehee started working on the 
problem of low-rent housing. 
James E. McGehee, a mortgage 
banker, and John Larkin built a 
multi-unit apartment house for 
Negroes at the now much-discuss 
ed rental of $33 for a single bed 
room unit and $41.50 for a two- 
bedroom unit. 

In the meantime, McGehee and 
Wallace Johnson were partners in 
an 847-unit housing project for the 
Memphis Naval Station, a large 
proportion of which were asbestos 
shingle siding duplexes on con 
crete slab foundations with asphalt 
tile floors. These were built to rent 
to enlisted men for $55 a month or 
less, and served as a model for 
future low-rent projects. 

Johnson followed this up with 
his Vandalia Homes project and 
became one of the leaders in the 
low-rent field. Asked about this 
development and later ones, John- 
son says, “Before determining 
whether to use slab foundations 
and conventional construction, the 
builder should answer such ques 
tions as these 

“What type of heat do you an 
ticipate using? If you are using 


forced air heat with return air 
ducts, it is necessary to take the re 
turn air through the slab founda 
tion. This is not proving 100% 
satisfactory in this damp and 
humid climate. 

“The topography of the ground 
is the deciding factor in whether 
to use conventional type construc 
tion or slab. Where it is necessary 
and required by FHA that clay 
soil be compacted, we find that 
much more expensive. 

“The type of building you are 
constructing must be considered in 
the use of slab or conventional. 
The slab foundation lends itself 
more to ranch type construction 

“If you are planning to build a 
low-rent project or even a for-sale 
project where future maintenance 
must be considered, the concrete 
slab is preferable. 

“The time of year in which you 
are going to work also influences 
the choice between conventional or 
slab foundation. The slab founda 
tion does not prove as profitable as 
conventional in rain and freezing 
weather. 

“The reaction of the public also 
must be considered in regard to 
slab. As to methods of laying slab. 
I would not attempt to go into that 
because of conflicting codes and 
FHA requirements in different 
areas.” 

Asked how to affect cost savings 
in roof and wall construction, 
Johnson emphasizes that these sav 


Typical of low-cost rental housing in Memphis is a project of 170 duplexes for Negroes built by Wallace E. Johnson. Inc 
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ings must start at the drawing 
board. “The design must be with 
the aim of obtaining the smallest 
waste of materials. Valleys and 
half-gables must be held to a mini- 
mum. And the lower the pitch of 
your roof, the greater the saving.” 

In the wall assembly, many 
Memphis builders have made their 
big savings through precutting and 
preassembly. Precutting of studs 
by power saws and assembly of 
walls in sections in the shop rather 
than on the job site effect materi- 
als’ savings. All corners, Johnson 
says, should be “tees.” All cutting 
of rafters should be done in the 
shop with as many as six to eight 
rafters cut at a time. 

At Gulfport, Mississippi. where 
Wilkinson, Snowden & McGehee, 
Inc., of Memphis are working on 
720 housing units for Keesler Air 
Base, the pattern method, such as 
is used in furniture factories, has 
been successfully employed as a 
cost-saving factor for wall and roof 
framing. There a pattern has been 
made for each piece of wood going 
into the brick veneer construction. 
All joists, rafters, studs are of uni 
form size. Lengths for the entire 
project are standard and, as a 
group of houses is started, all lum 
ber is cut in the shop and goes into 
the numbered bins. Then as much 
shop assembly as possible is done 
before the materials go to the site. 

One of the company’s partners, 
Robert G. Snowden, reports that 
this method used in Gulfport has 
cut labor costs, even though the 
organization is using union labor 
there as compared with non-union 
labor and conventional methods in 
Memphis. 

Johnson has effected savings in 
assembly through the selection of 
his labor and assembly-line opera 
tion. “Find men,” he says, “who 
like to assemble walls. Put them 
on that job and move them along 
from house to house. Find men 
who enjoy doing roof work and 
handle them the same way. Let 
your men do the same operation 
day in and day out.” 

Interior savings. Johnson warns, 
depend on the particular market 
location, building code regulations, 
union restrictions, and other fac 
tors. “We consider dry wall con- 
struction, painted or papered, as 
the most economical type of con 
struction. Painting walls and trim 
the same color effects a saving 
along with the use of spray guns.” 

Other savings effected in Mem 
phis include use of concrete floors, 
particularly in Negro rentals. At 
first, builders painted these floors, 
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but this was eliminated when it 
was found that tenants covered 
the floors. 

Wiring and electrical fixture 
costs in these low rentals were re- 
duced by elimination of ceiling 
lights, wall and floor plugs being 
provided for lighting by floor 
lamps. Rather than providing 
lights on either side of medicine 
cabinets, one light was used. Clos 
et doors also were eliminated, pro 
vision being made for curtains. 

The FHA also permitted this 
low-rent housing to be constructed 
without special laundry facilities. 
At first the builders used single 
sinks, but soon learned that with 
out laundry facilities in the units 
double sinks were an economy be 
cause they lowered upkeep costs 
on cabinet tops. 

Land selection in low-cost hous 
ing naturally is a factor. The 
Memphis builders, like those else 
where, have seen available land 
climb from $500 an acre to fan 
tastic heights. One low-cost pro 
ject, for example, was built on 
land costing $2700 an acre. 

Johnson advises that land cost 
be held if possible to 10% of unit 
cost and not to exceed 15%. These 
custs, of course, are going to vary. 
When the Johnson company tore 
out a block of slum Fe me and 
replaced them with a development 
called “Carver Homes,” public 
housers claimed that Johnson had 
lost $100,000 on the project be- 
cause of excessive land costs. 

“The fact is,” Johnson says, 
“my land costs on Carver Homes 
in the long run were lower per 
unit than on another project where 
I used vacant land. The reason 
that Carver stands in the middle 
of a long-established area and it 
was only a half-block in any di- 
rection to water and sewer lines. 
On the other project I had to run 
lines a half-mile to connect with 
existing facilities.” 

Most of the project builders own 
considerable earth-moving equip 
ment. Charles Freeburg of Free 
burg Brothers, realtor-builders, re 
ports his company was able to 
save $25 a house on a project with 
slab foundations by hiring a drag 
line. 

All of the Memphis builders 
who have gone in for low-cost 
rental or for-sale housing recom 
mend a close study of the indi 
vidual market before going into 
operation. The Memphis Citizens 
Committee, appointed by the may- 
or, has proved extremely helpful 
and efficient. This group, made up 
of city officials, realtors, mortgage 
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bankers, commercial bankers, and 
builders, keeps a close month-by 
month check on the local housing 
picture. At almost anytime it is 
able to give a close estimate of the 
amount of housing needed in vari 
ous price ranges, the amount 
under construction, and the 
amount projected 

It is recommended that a build 
er planning to go into the low-cost 
field keep a close watch on build 
ing permits, both city and county. 
He should also keep a check on 
transfers. Johnson particularly 
recommends a running record kept 
on the housing picture through the 
newspaper want ads, with special 
attention to the balance between 
the “wanted for rent” and “for 
rent” classifications. As a checking 
factor, he uses blind “for rent” ads, 
learning just what demand there 
is for the particular type of rental 
unit he is prepared to offer 

“And last, but by far the most 
important,” Johnson says, “is to 
know the average wage-earning 
rates per year, or the average 
monthly income of the people of 
your city.” 

The selection of tenants also is 
of paramount importance In the 
low-rent operation. All of the 
Memphis projects were 608's with 
a 7% vacancy rate figure. How 
ever, the vacancy rate has run 
only 1-2%, and in some few in 
stances less than that. 

These builders are firm in their 
belief that “people, not buildings, 
make slums.”’ So, in selecting ten 
ants, prospects are screened care 
fully as to the following points 
How long employed on his present 
job? Does he pay his bills? How 
long has he lived at his present 
location? How many times has he 
been married. How many children 
does he have? Is he paying ali 
mony? If so, how long and how 
much? Is his weekly income as 
much or more than his monthly 
rent bill will be? Does he have the 
respect of the community in which 
he lives? Does he seek to improve 
his own standard of living? How 
active is he in his church? 

Some of the builders require a 
security deposit of $20 from each 
applicant and will not process the 
application until this has been 
paid. If the tenant is not accept 
able, the $20 is returned 

Maintenance generally, 
have been kept within the yard 
stick set by the FHA, the Mem 
phis builders report 

Some builders argue that Mem 


costs, 
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How to Improve Office Procedure 


Whether you have a large or small office, a measure of its effi- 
ciency is the scope of office forms you use. Standardized forms with 
complete details can spell the difference between confusion and con- 
trol of your operations. Every office form in the R. E. Scott Company 
has a specific cost-saving function. A study of the many ways these 
forms are used may help solve some of the problems in your office 


yROM STATIONERY imprinted with a well 
known company emblem to postcard-size sales 
“gimmicks” captioned, “Do You Know How to But- 
ton-Up A Sale,” R. E. Scott Company, realtors of 
Elizabeth, New Jersey, has a complete array of forms 
that speed up procedure and help take the “chore” 
out of routine office accounting. 

To keep a careful check on listed properties, each 
salesman is furnished with a ring-binder rental list- 
ing book containing information slips on residential, 
factory, loft, store, gas station, garage, and office 
properties. The data appearing on these slips is post 
ed iam up-to-date permanent cards kept in the com 
pany’s office. 

When a property is eventually rented, the office 
copy is placed in a special file so that the information 
will be available if the property is re-listed. 

Five two-section forms, each a different color, are 
used for maintaining records of one-family, multi- 
family, industrial, commercial, and vacant land 
properties that the firm has listed for sale. 

One section of each form is an office file copy kept 
in a visible index card file. When the property is sold 
this card is moved to a “sold” section for permanent 
reference. On the reverse side of the form is an ex 
clusive agreement clause. 

The salesman’s copy, with the exception of the 
“vacant land” form, has a space reserved for a 21/4,x 
24-inch snapshot of the property. The practice of 
using photos is followed in connection with listed 
properties to aid in negotiations. After a sale, the 
salesman’s copy is returned to the office listing clerk 
for attachment to the office copy in the “sold” file. 

Complete property description, mortgage, financ- 
ing, tax data, income schedule, and other descrip 
tive information is posted on these forms. 

A standard postcard form is sent periodically to 
prospective sellers to solicit listings. This card states 
that the company will make a “sale appraisal’ with- 
out obligation for any interested prospects. It also 
stresses the complete facilities of the organization 
and its ability to get “top dollar’ value for clients. 
Another card, mailed to owners of properties which 
are on an “open” listing basis, is used in the interest 
of obtaining an exclusive listing. This card gives eight 
reasons why the Scott multiple listing plan is best 
for the owner and it requests the opportunity of pre- 
senting details of the plan. 

A third postcard be been helpful in bringing 
office files up to date and in obtaining price reduc- 
tions. It suggests to the owner that it might arouse 
fresh buyer interest if the owner would permit a 
representative to call and discuss changes that might 
be made in the listing. 

Robert Scott, oar) a of the company, says, “We 
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use a tenancy application that does not always guar- 
antee us perfect tenants but does protect us against 
any chance of laxity in selecting applicants.” 

The form contains property description, rental in- 
formation, an entry showing who pays utilities, a 
comprehensive report on the prospective tenant. 
business reference. and a section for special condi 
tions and repairs suggested by the applicant. Before 
tenancy is agreed upon, this form must be fully com 
pleted, signed, and acceptable to both parties. 

A realty operating statement for properties under 
Scott’s management is rendered rode to owners, 
and a composite annual statement is also provided. 
The form itemizes receipts from tenants, other miscel- 
laneous receipts, and shows any current arrears. 

The disbursements are separated under the head- 
ings: commissions for renting. decorating, electricity, 
extermination, fuel, gas, insurance, management fee, 
mortgage payments and interest, repairs, salaries, 
supplies, equipment, taxes, water, and sundry ex- 
penditures. 

A confidential memo is sent to prospects showing 
a list of properties for their consideration. Prospects 
are asked not to disturb present occupants but rather 
to inspect the exterior of properties and then make an 
appointment for a complete inspection of any that 
appear suitable. Notation is made on the form of the 
location, number of rooms and baths, type of heating, 
lot size, garage, taxes, price, and income. Prospects 
are requested to keep this information in the strictest 
confidence and are told that the company will be glad 
to arrange all necessary financing and other details 
without charge. 

Another business-getting form is one captioned, 
Renting vs. Ownership . . . You Bring in the Ver 
dict!” One section shows present monthly rent, prob 
ability of rent increase, hazard of dwelling sold over 
tenant’s head, and other factors such as moving ex 
pense, alterations, decorating. 

A comparison is then made with the expenses in- 
volved in the purchase of a certain property. Items 
listed are downpayment, first mortgage, monthly 
carrying charges, and the average monthly 
saving in connection with the property. The form 
finally compares monthly expenses and insecure 
possession in the case of the rental property, and the 
monthly expenses and pride of mente » of the for 
sale property. The windup is, “Your lantned Bought 
a House . .. Why Should You Pay For It!” 

Another important Scott service is the property 
investment analysis. This analysis shows the en 
ing items under total net earnings: purchase price, 
cash downpayment, remaining mortgage, oak in- 
vestment, percentage of net annual cash return, and 
percentage of mortgage amortization. 
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WANT TO SELL? 


We have cash buyers looking for property LIKE YOURS; if you 

have been thinking of veiling, or may find it necessary or desirable 

to sell in the near future, we will be gind to “Sale Appraise” your 

place WITHOUT ANY OBLIGATION 

Jast drop the atiached card in the mail — it's already addremed - 
and stamped — or phone BL. 26200 for an appolutment at F* 
YOUB con-enionce por © 
We sold more than $2,000,000 worth of real estate lat year; we * 
know the market — sur knowledge will bring you “top dettar” P™ \ 
and quick satisfaction 


»y 
* oe 
ve 


eo @ 
— Ff 

my 

r. &. Seott co. pew 
400 Weatfield Ave. 

Bliaabeth, N. J. 


os 
: 


EL, 2-6200 


© PLEASE STOP IN TO SRE: 


Name: 


Address 
te discus: listing my property at; 


or call me at (Tel. Ned . 
This is without any obligation to me. 


T am nat interested In selling now, but I may be in 
months, Stop iu, or call me then. 


et ¢. a 


RECEIPTS 





Moe 
Ror 





Commisuces tor Renting 
Derorsting 
Electricity 
Bsrerminat 

Fuel (Cos! 

Gas 

Insurance 
Manageneat Fre % of Total Receipts 
Mortgage Payments Interest 


Repares 


ot 


Postcards, like the one at lower left, are sent periodically to prospective customers to solicit listings. All information for a com 


plete income property appraisal can be easily checked on the form at upper left 


picture of property’s earning capacity 


Monthly income is broken down into that available 
from offices, apartments. garages, stores, and this is 
then Bese into gross annual income. The follow 
ing expenses are listed: interest and principal charges 
for both first and second mortgages, taxes, fire and 
liability insurance, heat, water, superintendent, ele« 
tricity, percentages for repairs and vacancies. Follow 
AND BurLpInc JouRNAL 
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Investment analysis, center, offers complet 


Scott sends monthly operating statement, right, to income-property owners 


ing these entries is a summary of the gross annual 
expenses and the net annual cash return 

Each of the company’s salesmen is required to file 
a bi-weekly report with the sales manager on the 
status of his multiple listings. If the salesman fails to 
do this no credit is given for the exclusive in the event 
of a sale 
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Make It Easy for Your 


Volume sales of subdivision homes can be easier 
for both sales agent and prospect if a complete 
home-sale service is available at the project. On- 
site offices staffed with advisors on home designs, 
land sites, construction features, and finances will 
impress prospects. Here’s a pictorial review of 


Prospects attracted by large billboard announcing model 
homes, enter subdivision to inspect Laurel Park 


some of the steps preparatory to buying a home 


year AND home builders can make home 

4. U buying more encouraging for prospects inspect- 
ing a new development if most of the details of a 
home sale can be completed in one place. The more 
services rendered “‘on site” the less chance for such 
delaying tactics as, “we'll stop in at your office in a 
day or so and talk it over.” 

Realtors Swain-Nanney of Whittier, California, 
put this idea to work in merchandising Builder-De- 
veloper Earl Corkett’s 400-unit project in Laurel 
Park, California. They have several demonstration 
homes, sales offices set up in the garages, and finan 
cial advisors and land site consultants available at 
all times. 

The two- and three-bedroom homes in the $3,600,- 
000 project are designed with a choice of five floor 
plans and 13 exteriors and sales prices start at $8750. 
The first section of 123 homes has been completed 
more than a year. 

p ae To easily identify the development and guide pros- 

artially completed homes afford the opportunity to in . . = - I 
spect materials and type of conetraction pects to the model homes, Swain-Nanney erected a 
large billboard on one corner of the development site. 


Tract sales offices are staffed with sales representatives 


A representative of Swain-Nanney explains to a veteran how 
to answer the many questions of home seekers 


he can qualify for a government loan 
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Prospects to Buy 


The realtors say that it is not unusual for couples 
on their way home from a nearby beach to stop and 
inspect the homes and then say, “We didn’t = Ae to 
buy today but we know that this is just what we 
want.” They then leave a deposit on the home of their 
choice and make the other necessary arrangement After official acceptance, keys are handed to owners, t 
for purchase. gether with complimentary box of stationery 
The on-site sales offices give home seekers the op 
portunity to inspect the variety of floor plans, land 
site plats, and general development layout. All pre 
cautions are taken to see that a home design and land 
site meet ali requirements. Homes in varying stages 
of construction are inspected and salesmen point out 
specific construction features of Laurel Park homes. 
Advice on financial matters is available so that 
veterans can determine if they qualify for govern 
ment loans. Terms of mortgage payments are dis 
cussed to assure that prospects don’t get “that look in 
their eyes” before it is certain that the purchase can 
be handled financially. 
After a home is completed . . . but before final ac 
ceptance . . . the realtors take the buyer on a thorough 
inspection of the home to make certain that every 
thing is completely satisfactory. 
The final step in the process from the initial de 
sire to buy to the actual “moving day” of the buyer 
is the presentation of the key to the home to the new 
owner. 
As an added goodwill service, the realtors give a 
complimentary box of stationery to all new residents 
of Laurel Park, imprinted with their family name Before ~~ eucaptonen, guecheser eneus Se caunpletety 
cau uilieee. : satisfied and put his “okay” on home 


Puotos courtesy Warrrimern Pictrorntar 


Plans of the five home designs and maps of devclopment layout 


Escrow formalities and tag-end details are cleared up at 
line walls of sales office. 


a meeting of buyer and member of realty firm 
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He achieves volume, low-cost housing by ...... 


Systematic Methods in Operative Building 


By R. TEISER and C. HARROUN 


~ EEPING a watchful eye on 
every construction process 
from stringent requirements for a 
proposed development site to final 
landscaping for a finished home. 
Builder William Blackfield of San 
Francisco, has set a building pace 
of a home-a-day for more than two 
and one-half years and has a cur 
rent average of six-a-day 
Aspiring to be the “Henry 
Ford” of home building. Blackfield 
uses modular, assembly line con 
struction methods, builds “pilot” 
models to sell from (and in one 
project took 115 orders in three 
days), provides his own construc 
*tion financing, and has specific 
jobs designated for each employee 
To date. there are five of the 
builder’s “Rex Manor” home de 
velopments in Northern Cali 
forma. Two hundred units in Sac 
ramento, 600 in Concord, 40 in 
Palo Alto, 500 nearly-completed 


Realizing satisfied buyers are a_ good 
source of new prospects, Blackfield makes 
calls, distributes gifts to home owners 
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Demonstration homes, strict land requirements, modular assembly- 


line construction, maximum employee efficiency are all important 
to volume production of under-$10,000 homes. Here’s a step-by- 
step account showing the cost-saving methods one California build- 
er uses to build and market a current average of six homes a day 


units in Mountain View, and 200 
units underway in Stockton. 

Before starting any project, care- 
ful consideration is given to wheth 
er a proposed site has the strict 
qualifications that Blackfield re 
quires. The land must be agricul 
tural, adjacent to but not inside 
the limits of a town or city, and 
close to schools and stores. The 
builder puts in all the improve- 
ments himself and then later gets 
the municipality to annex the new 
community which he has created. 

As all homes are built on order, 
one or more demonstration homes 
are first built and full page ads run 
in newspapers to help attract pros- 
pects. Houses are usually built in 
groups of 125 and construction be 
gins when a sufficient number of 
orders have been taken. 

Strict labor and material econ- 
omy is practiced in all construc 
tion and each employee has a spe 


This aerial view shows the nearly-completed 500-unit Mountain View project 
builder’s on-site cutting yard is shown at right center 


area necessary to builder's plans 
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cific job to do. Blackfield’s own 
crew consists of 150 carpenters 
headed by 10 key men who double 
as foremen and teachers. When a 
new man is hired he is shifted 
around until the foreman finds 
what job the employee can do best. 

Erection first begins by setting 
up the perimeter forms. Then the 
pipes go down and four inches of 
crushed rock and a layer of water 
proof membrane are put on top. 
Concrete is then poured into the 
form, made of a single row of 
2x12’s. The result is a four-inch 
concrete floor with 16-inch con 
crete footings. In the completed 
home, asphalt tile is laid directly 
on the foundation block. 

The forms are then taken up 
and used in many other installa 
tions. It takes two men only four 
hours to put the forms in place and 
the concrete crew can pour six 
forms a day. 


The 


View also shows agricultural 
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Next, a three-man crew frames 
the walls, requiring only four days 
to do one house. This crew does 
nothing but frame the walls of 
Rex Manor homes. A_ two-man, 
roof-framing crew can complete 
one house every two days. 

All lumber is pre-cut and label 
ed in an on-site cutting yard. The 
lumber for each home is bundled 
separately and delivered by Black 
field’s own carriers to the home 
site. All the carpenters have to do 
is break the metal band and take 
off the top board . . . the balance 
of the lumber is used in the order 
it is stacked in the bundle. 

The 15-man cutting yard crew 
is supplied with many mechanic 
al devices which the builder has 
found to be very economical in 
the long run. A rafter-notcher is 
one example. With this, one man 
can notch 100 beams an hour in 
stead of the usual 10 he could do 
by hand. 

A door shop is set up in a garage 
of one of the houses and doors are 
framed, hinged, and drilled for 
locks before being taken to a home 
site 

The wall 


type of sheathing 
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One cost-cutting device used is a rafter 


notcher. With it an employee can notch 
10 times as many rafters as by hand 
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Demonstration homes are important in Blackfield’s building and selling methods 
Salesmen, stationed in attached garage-sales office, do not accompany prospects through 
home. Sound system describes home features. This home sells for $7,600, with lot 


Blackfield uses consists of a net 
work of wire bands with 15-pound 
asphalt saturated felt, and a 16 
gauge wire mesh. Over this goes 
a scratch coat and finish coat of 
plaster plus two coats of colored 
stucco wash. Pre-stained rustic 
redwood fronting goes on after 
ward for decoration. 

The roofs of the homes are also 
the ceilings. Over the roof sheath 
ing is laid a one-half-inch insul 
ating board and tar and gravel 
placed over this. Each house thus 
has high, beamed ceilings, called 
“cathedral ceilings” by the build 
er 

As soon as the home is built 
the yard is cleaned and landscaped 
and the keys turned over to the 
owner the whole building pro 
cess taking approximately 28 days. 

The building company has its 
own sales organization and_ this 
staff obtains necessary credit in 
formation, does all paper work, 
and turns the information over to 
a large life insurance company 
which handles home loans 

The sales technique followed 
for merchandising the homes does 
not allow the salesmen inside the 
model homes they must re 
main in a sales office set up in the 
garage of the demonstration home. 

Display homes are outfitted as 
“talking houses” with a four and 
one-half minute record giving 
visitors pertinent construction in 
formation while they are inspect 
ing the home. When prospects 
have completed their tour of the 
home, the salesmen are available 
to answer any questions that 
might have arisen. 

All construction financing is 
provided by Blackfield himself as 
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his aim is quick production and 
rapid turnover so that he can keep 
his capital working. He tries for 
a 10% profit and a construction 
record of six homes a day 

The 500 two- and _ three-bed 
room homes in Mountain View 
sell from $7600 to $8100, includ 
ing an average-size landscaped lot 
of 55x105 square feet, and are 
built from 12 variations of two 
basic floor plans. The ranch type 
homes with two-car attached ga 
rages have stucco and 
exteriors and the two-bedroom 
units have 840 square feet of floor 
space. The three-bedroom units 
have 915 square feet 

Each home has Thermo-ceiling 
insulation and is equipped with 
Royal Jet Flow central heating 
with the unit placed inside a 
square column in the center of the 
home. Buyers have a choice of a 
Western Holly range or a Bendix 
automatic washer to be included 
in the purchase price 

There are no “extras” or im 
pending assessments in connection 
with a sale. All streets are in, side 
walks laid, utilities and 
connected by the time 
move into their homes 

As soon as a buyer moves in, 
the company sends him a card 
welcoming him to Rex Manor on 
behalf of the Blackfield Construc 
tiun Company. The card reads 
“Welcome and best wishes for a 
lifetime filled with true pleasures 
comfort, and home-owning happi 
ness 

Blackfield says, “We try to keep 
a good working relationship with 
our purchasers, for we know 
they're our best pros 
pects 
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How to Save on Real Estate Taxes 


By CHARLES A. MOREHEAD* 
Miami, Florida 


Part Il 


oe Rentals: Watch out 
f\ when you make a lease and 
collect the first and last year’s rent 
in advance. Let’s make an ordi- 
nary situation: A lease for 10 
years at $10,000 a year with $20.- 
000 paid down, representing the 
first and last year’s rent, as secur- 
ity to the landlord. 

Tell the landlord to be sure that 
that lease is drafted so that the 
$10,000 to cover the last (or 
tenth) year’s rent is expressed to 
be what it is, not rent but a secur 
ity deposit. Call it a security depos 
it, given by the tenant to the land 
lord, and say what it is given for, 
such as to secure the faithful per 
formance of the lease, the prompt 
payment of the rent. the proper 
repair of the interior of the prem 
ises (if the tenant is to repair the 
interior) and keeping the furni- 
ture in good condition (if the ten 
ant has that obligation). Have the 
attorney put in a clause to the 
effect that if any of those clauses 
in the lease are breached, then the 
$10.000 is forfeited. 

Also, provide that the $10,000 
security deposit will be refunded 
to the tenant in the last year of the 
lease. For example, if the rental 
is payable quarterly, then have the 
$10,000 refunded to him semi 
annually. In other words. after 
you get the rent for the last year. 
then you can make arrangements 
to refund to him the $10,000, and 
actually refund it. Don’t just have 
the lease say that the $10.000 is 
to be applied toward any part of 
the last year’s rent, but have it 
given back to the tenant. 

In addition to all that, make 
this provision: Put into the lease 
that the landlord shall pay the 
tenant interest at, say, 4% on that 
$10,000 security deposit during 
the entire life of that lease. The 


*Reprinted by permission of the Journal 
of Property Management, a quarterly 
publication of the Institute of Real Estate 
Management 
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You can make a substantial tax saving for an owner who wants to 


collect the first and last year’s rent on a lease in advance. If a client 


owns a property for just a few days, the sale can be handled to al- 


low a large tax deduction. And there are legitimate savings that 


can be gained from extending holding periods. The author, a well- 


known Florida attorney, explains how to handle such transactions 


purpose of the 4% interest is to fur 
ther insure your landlord that the 
$10.000 will be considered a secur 
ity deposit. But you, as a broker. 
will say. “Look here, my landlord 
isn't going to want to pay $400 a 
year for 10 years to that tenant as 
interest on that deposit.’’ Well. the 
landlord knows that he’s going to 
pay that interest before he make 
the lease, so all he does, when the 
lease is made. is to increase the 
rental $400 a year, collect it as 
rent, and pay it back as interest, 
and both parties are happy 

Now suppose you had allowed 
the lease to be drafted as they 
many times are drawn, with the 
first and last year’s rent paid in 
advance. Your landlord is in the 
60% income tax bracket. You will 
have cost him 60% of that last 
year’s rent of $10,000 because 
that $10,000, plus the first year’s 
rent of $10,000. is going to be 
lumped together and taxed to the 
landlord as rent in the year the 
lease is executed, pushing him into 
still higher tax brackets. If you 
have the attorney draft it as I ex 
plained, then the tax on that last 
year’s rent will not be assessed in 
the year the lease is executed, but 
will be deferred until the tenth 
year. 


FPXAXES on Closing a Sale 

Here’s another matter that is 
too frequently overlooked. You are 
about to sell a piece of property 
for a seller who has owned the 
property, we'll say, for two days 
in January, and he sells it on Janu 
ary 2nd. 

The taxes on that property are 
$10,000 a year. By a simple sug 
gestion to the seller you can allow 
him to deduct the entire $10,000 
for income tax purposes, even 
though he owned the building for 
only two days of the year for 
which the taxes are paid. 

Suggest this procedure: Don’t 
close that sale as they are ordinari 
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ly closed, with the taxes prorated 
up to the date of closing and with 
the purchaser paying the taxes 
when they are due. Here’s why 
If the purchaser pays those taxes i 
doesn’t do him a bit of good, tax 
wise. He can’t deduct any part of 
that $10,000 because the only per 
son that can deduct real estate 
taxes is the person who owned the 
property as of the date those real 
estate taxes became payable by 
him and became a lien on_ his 
property 

Arrange your sales contract so 
the seller is obligeted to pay those 
taxes of $10,000, and he can take 
the $10,000 deduction. He can get 
the $10,000 from the purchaser by 
raising the sale price that amount 
in the contract of purchase 


| OLDING Periods: We had a 

transaction that was about to 
fall through because the seller got 
the property last July and had a 
chance to sell it in November for a 
profit. He hadn't owned it six 
months. If he had made an ordi 
nary sale he would have had to 
pay on that profit a full ordinary 
income tax. and he was in about 
the 60% bracket, So he said. 
“Nothing doing. I'm going to hold 
it six months and then take my 
chance on selling it so my profit 
will be taxed at capital gains 
rates.” The broker had the deal 
all made but was about to lose his 
commission unless something was 
done. 

There are several ways of 
handling such transactions. If the 
purchaser doesn’t need possession 
until after the six-month holding 
period has run, then give him an 
option now to buy at the end of six 
months. Make the cost of the op 
tion large enough to be sure it will 
be exercised. 

If the purchaser wants posse 
sion right away, give him a lease 
containing an option to buy at the 
expiration of the six months 
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, | ANDSOME NEW OFFICES, every type of real 
estate service, a systematic closing technique, 
salesmen’s pension plan . . . all of these form a pat- 
tern of success for Bettilyon’s, Inc., Salt Lake City 
realtors. 

Headed by V. A. Bettilyon, the real estate com 
pany had been in business 4) years when it moved 
into offices in a new and imposing business structure 
early this year. The building. constructed in coopera 
tion with the Horman Construction Company on 4 
cost-plus basis for slightly more than a quarter-mil 

lion dollars, consists of 11,500 square feet on each 
of three floors. The street level houses 10 units for 
office or retail usage, each unit with an equivalent 
square footage in the basement. Upper floors are de 
signed for professional offices. 

The Bettilyon offices occupy the corner of the 
building, with 1900 square feet on the main floor and 
in equal area in the basement which is now used 
for storage but planned for expansion of the com 
pany’s home building, insurance, and mortgage loan 
departments 

The main floor offices are carpeted and large, oval 
haped desks for salesmen are arranged down each 
side of the rectangular room. Behind these are the 
iccounting and bookkeeping departments and execu 


Light, warm colors are one of the chief features of the offices 


Main floor office. above, is carpeted and has modern functional 


furnishings. Sales are noted on large blackboard 


NATIONAL Rear Estare ANp BurLpinec JouRNaAI 








June, 1951 


Bettilyon’s new offices, located on one of Salt Lake City’s 
busiest streets, attracts widespread attention because of its 
lighting, interesting window displays 


Pattern for 


More Business 


tive offices. Lines of the acoustical ceiling and rows of 
fluorescent lights make the room seem longer. 

The company is active in all phases of real estate 
development and sales, including commercial, in 
dustrial, and residential. The construction depart- 
ment, under Lue Bettilyon, has shown particular 
growth, 47 new homes being built in 1950 for $17, 
000 to $25,000 

None of the 10 home salesmen with the company 
are required to close a sale. The buyer and seller are 
brought to the office and, in the special closing room, 
the salesman presents all pertinent information to 
Virgil Dimond, the office manager and closing officer 
This insures each sale of being handled on a uniform 
basis with no misunderstandings. 

“This procedure has enabled us to greatly simpli 
fy and make more accurate our entire bookkeeping 
and accounting system,” says V. A. Bettilyon. “One 
person takes care of all the important odds and ends 
of closing.” 

One of the office’s attention-getters is a large black 
board hanging on one wall which lists all sales as 
they are closed, along with the name of the buyer, 
address, and amount of sale. This causes considerable 


(Please turn to page 36) 





Many types of modern, mechanical aids are used to accurately 


maintain the company’s record system. Behind the accounting 


department, above, is the office in which all sales are closed 
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Protecting your tenants against 


AIR ATTACK 


What would happen to your tenants and properties in the event of an air attack? Would there be pan- 


al 
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° Ities and destruction that you could have helped prevent? As a property 


manager, you are responsible for the protection of people in your buildings. By taking certain pre- 


cautionary measures, you can substantially reduce the danger. Here is a step-by-step safety plan for 


apartment buildings suggested in a manual of the Commerce and Industry Association of New York, Inc. 


\ ERE blueprints of civil de 
| fense have become practiced 
formulas of action in numerous 
cities, especially along the Eastern 
seaboard. But no city is invulner 
able to air attack or other emer 
property managers 
should be prepared with safety 
measures for their tenants and 
their buildings. 

The Commerce and Industry 
Association of New York, Inc., has 
prepared three manuals for vari 
ous types of buildings. The plans 
outlined can be adapted to the 
needs of individual buildings, tak 
ing into consideration size, avail 
able building staff and tenant vol 
unteers, and the specific civil de 
fense problems involved 


gencies, so 
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Here are safety measures sug 
gested for apartment buildings, 
but which can be used with slight 
alteration for other types of build 
ings. Most of the suggestions make 
use of existing facilities. 

A Building Control Director 
heads the various defense units for 
the building. He should be ap 
pointed by the owner or manager 
of the building and should be, 
wherever possible, the superin 
tendent or resident manager of the 
building 

The duties of the Director are 
manyfold and careful considera 
tion should be given before selec 
tion. The Director must have good 
judgement and must be able to 
command the respect of employees 
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and tenants whom he must direct 
It is his responsibility to develop a 
plan for the protection of the 
building and its tenants, subject 
to the approval of his superiors. 

Formation of a staff is one of 
the Director's most important 
duties. In addition to appointing 
a deputy to take charge in his ab 
sence, the Director must set up an 
organization of wardens in charge 
of floors, stairs, shelters. and lob 
bies, in addition to first aid work 
ers, fire brigade, fire watchers, 
rescue squad, and messengers. Be 
cause many tenants are at busi 
ness, it is advisable to have a day 
unit and a night and weekend 
unit 

During an attack, there must be 
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a headquarters from which activi 
ties can be directed. This control 
room should be located in a safe 
area of the building and should 
have a telephone, battery-operated 
radio, and emergency lighting, as 
well as a few day’s rations. This 
room should contain complete floor 
plans of the building and details 
about location of valves, fire ap- 
aratus, and other mechanical 
equipment, routes to shelter areas, 
and such information as telephone 
numbers of employees, police, fire 
department. 

The Director should set up in 
detail the functions of each unit 
of the control organization. Duties 
of these units are briefly outlined 
as follows: 

Floor Wardens: Know the lay 
out of his floor, all vital services. 
exits and plans for evacuation. 
Keep an up-to-date list of the 
names of all tenants and their loca 
tion. Know location of shelter 
areas, routes to shelter areas, and 
direct all people on his floor to 
those areas. Provide for the assist 
ance of any persons who need spe- 
cial care. Be prepared to put out 
any fires and to keep in constant 
touch with the control room. 

Stair Wardens: Keep people 
moving to shelters in an orderly 
fashion and prevent anyone from 
going to places other than shelter 
areas. Be familiar with the layouts 
of all stairways and other exits. 
Relay messages to and from the 
control room. Report to the floor 
warden after post has been clear 
ed 

Shelter Wardens: Maintain or 
der in the shelter area. Provide 
diversion for persons in shelter 
Summon assistance when neces 
sary, and be familiar with all exits. 

First Aid Workers: (It is prefer 
able to have a qualified first aid 
instructor in charge. Assistants 
should be trained first aid work 
ers.) Administer first aid in the 
building. when and wherever ne 
cessary. Arrange for movement of 
injured to shelter area after emer- 
gency treatment. Request medical 
assistance from the control room 
if necessary. 

Fire Brigade: A mobile unit pre- 
pared to control and fight fire. If 
unable to control fire, request as- 
sistance through control room. 
Commandeer help if necessary. 

Fire Watchers: Stationed in 
various locations throughout the 
building to detect fire. Report any 
fire immediately to the control 
room. Take such action as possible 
to extinguish fire. Assist fire bri- 
gade. 
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Rescue and Maintenance Teams: 
Transfer injured persons to first 
aid station or summon first aid as 
sistance if person should not be 
moved. Assist in transportation of 
ambulatory cases. Make emergen 
cy repairs to, and assist in, main- 
tenance of vital services as needed. 

Messengers: Carry messages to 
and from control room and other 
units in event of failure of com- 
munication system, 

A building control organization 
should have the following: 

Alarm System: Where outside 
alarms may not be heard, building 
occupants should be given special 
signals, for the “alert” and an 
other for the “all clear.” 

Control Room: Should be pro 
vided with facilities mentioned 
previously and manned by the 
Building Control Director, an as 
sistant, and at least two messen 
gers and two wardens. 

Shelter areas: Should be located 
in that part of the basement fur 
thest from any window. In multi 
story apartment house, interior en 
closed public halls of lower floors 
(at least five stories below the 
roof) will afford reasonable pro 
tection. 

Each shelter area should have 
two or more exits and should be 
equipped with benches, drinking 
water, emergency lighting facili 
ties, first aid equipment, blankets, 
fire extinguishers, radio, card 
games or other amusements, toilet 
facilities, ventilating system, and 
communication system with con 
trol room. 

Minimum area of five square 
feet, preferably 10, per person i3 
recommended. Where persons will 
be unable to reach their shelter 
area within the time limit provid- 
ed by warning signals, temporary 
shelters known as “shelter zones” 
should be established. 

Shelter Signs: Necessary signs 
denoting shelter areas and shelter 
zones should be posted conspicu- 
ously on all floors. Directional 
signs should show routes to shel 
ters. 

First Aid Stations: Should be lo 
cated in a protected area, staffed 
with qualified first aid workers, 
and have cots, blankets, and suf 
ficient medical supplies for the 
treatment of lacerations, fractures, 
and burns, until the removal of the 
injured can be arranged 

Fire-Fighting Equipment: 
Should be checked at once and 
kept in proper working order. Fire 
extinguishers, axes, and _ hooks, 
should be placed at convenient lo- 
cations throughout the building. 
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Fire trucks (capable of carrying a 
load of about 400 pounds) should 
be constructed. They should be on 
rubber wheels of a size that can 
go through existing doors, and 
should be equipped with extin 
guishers, hose, rope, lanterns, 
wrecking bars, axes, wrenches. 
and similar equipment. 

Mechanical Equipment: Should 
be assigned to regular employees 
who normally handle such equip 
ment so that they can shut off 
steam pressure, repair lighting or 
other critical services. 

Elevators: Should not be depend 
ed upon for use during the emer 
gency. All cars should be ordered 
immediately to the basement or 
second floor and left there. One or 
two cars can be assigned to con 
vey physically handicapped to 
shelter areas or for emergency 
trips with fire brigade, police, et 
Self-service elevators must be giv 
eu protection and their use con 
trolled during an emergency 

Auxiliary Lighting: Should be 
provided for shelter areas, first aid 
rooms, control room, passageways 
stairs and halls, by the use of lan 
terns or other means of temporary 
illumination. Marking passage 
ways, stairs, halls. doorways with 
fluorescent tape or paints may be 
desirable 

Tenant’s Equipment: Tenants 
should be advised to have a kit 
containing a supply of emergency 
rations, sufficient for at least 48 
hours, a flashlight, cigarettes and 
matches, simple drugs, etc., to cat 
ry with them to the shelter 

Training: All personnel should 
receive courses of instruction from 
qualified agencies in the commun 
ity. One of the primary purposes 
of organizing occupants is to con 
trol hysteria and panic which may 
accompany an air raid. Fear 1s 
less apt to develop if people have 
definite duties to their 
minds 

The best type of training is 
practice by the personnel in a sim 
ulated situation. Building popula 
tion drills and tests will not only 
benefit the control organization, 
but will train the occupants of the 
building as well 


occupy 


(Copies of three different civil defense 
manuals, covering apartment, loft, and 
office buildings, and listing information 
about a building control organization and 
the facilities and equipment needed, may 
be obtained from the Property Owners 
Bureau of the Commerce and Industry 
Association, 233 Broadway, New York, 
N.Y. To cover the cost of printing and 
handling, a charge of 15 cents each and 
$12 per 100 or made to non 
members 
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Homes Our Readers 
Are Building 


© IN CALIFORNIA 


Merchandising value of citrus trees on each property being stressed in 87-unit Bristol Gardens project 


I OME BUILDERS and developers in this west coast area are taking full advantage of 

the region’s abundant citrus growth, and many of their projects are literally being 
carved out of the orange groves. They realize that there is merchandising value in being 
able to say to prospective buyers, “there is a citrus tree on every property.” 

The 87-unit two- and three-bedroom Bristol Gardens project in Santa Ana not only of- 
fers lots liberally sprinkled with citrus trees, but the 11 variations of three sets of floor 
plans are specifically planned so living areas face the rear of the property and open onto 
a private terrace and large landscaped backyard. 

The 87 homes sell from $9,150 to $10,500 and each home is built on a 55x120-foot lot. 
The floor area is 1055 square feet plus the porches and two-car, attached garage. 

The homes, being built by the Raymar Development Company of Santa Ana, are ma- 
sonry constructed and have varying treatments of horizontal exterior wood siding and 
red cedar shingles. 

Materials and equipment used include Colton cement, Fuller paint, Kwickset Lock Com- 
pany hardware, Columbia-matic frameless screens, Kohler and Norris plumbing fixtures, 
and General Electric fixtures and garbage disposal units 
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More than 25 years’ brokerage experience helps solve building problems for Tulsa realtor-builder 


\ JHEN Bruce Homes Corporation, Tulsa realtor 
/Y builders, organized its home building depart 
ment, President Roy Bruce’s 27 years of real estate 
brokerage experience helped with answers to impor 
tant questions of what, where, and when to build. 
and how to sell. This background enabled the com 
pany to build and sell 40 $9,000 to $30,000 homes in 
1950 and plan an equal number for this year. 

The correct location of a home to meet a prospect's 
requirements for education, transportation, and shop 
ping facilities is a primary consideration with Bruce 
Individuality of appearance. while not departing too 
much from conventional construction, is another 
closely-watched item. Nationally-advertised materi 
als and fixtures and fully skilled workmen are used 
in both low-priced and high-priced homes. 

The pictured $12,500 two-bedroom home with at 
tached garage was built on an irregular lot averaging 
90x135 square feet. Approximately $200 worth of 
landscaping was included in the purchase price. The 
exterior construction is painted brick and Johns-Man 
ville asbestos siding. 

A massive roman rick, wood-burning fireplace. 
with the bricks extending to the ceiling, forms the 
wall between the living room and entrance hall. The 
home has both a Coleman wall and floor furnace, a 
Westinghouse “Quietair” attic fan, Hotpoint disposal 
unit, American-Standard plumbing fixtures. and 
Curtis woodwork. kitchen cabinets. and birch slab 
doors. 
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® IN ILLINOIS 


Former country club is site of Chicago builder's $5 million, single-family 400-unit Homewood project 


PRESERVING much of the natural growth of the rolling terrain of a former country 
club and park, Realtor-Builder Nathan Manilow of Chicago, is building a $5 million. 
+00-unit single-family home project in Homewood, Illinois. 

The project site is hotmail on both sides by two other country clubs and part of the de 
velopment has been set aside for construction of a modern shopping center and for park 
ing facilities. The curvilinear streets of the tract are concrete paved and the builder has 
provided all other improvements. 

Eight separate designs are used for the one-story, two-bedroom brick-constructed homes 
which sell for $12,600 to $12,650. Some of the homes feature stone and wood-siding trim 
and roof overhangs to provide protected front entrances. All homes have at least one living 
room picture window and some have barracks-type windows in the bedrooms. The lots 
have a frontage of 50 to 85 feet with a depth of 125 to 150 feet 

The homes are heated by hot water radiant systems and are equipped with Waste King 
garbage disposal units and Copco Manufacturing Company aluminum storm sash win 
dows 

In addition the builder is making household appliances such as washing machines, 
ranges, dryers, and refrigerators available to purchasers at cost 


© IN NEW YORK 


Suburban development of under-$10,000 homes features quality products, expansion facilities 


; =. | a Die ageenr attic, full basement, copper plumb 


4 ing, and buyer's choice of color for exterior, in 
: terior, trim, and roof shingles are sales features stress 
| ; ed by Realtor C. J. Patrick of Poughkeepsie, exclusive 
a == Mires agent for the two-bedroom $9,750 Manchester 
+ Heights homes of Builder R. J. MacFarland, Within 
— the past year, 16 homes have been built in this sub 

urban development. 

Much of the natural growth of the tract, formerly 
an apple orchard, has been preserved for landscap 
ing. and the hilly terrain of the area has made it pos 
sible for the builder to include a basement garage 
for each home 

As Manchester Heights is three and one-half miles 
from the city proper, deep wells were drilled and all 
equipment installed. The builder agreed to drill the 
well 125 feet and any drilling over that amount ne 
cessary is paid by the purchaser at $2.50 per foot 

The pictured home, on an 85x200-square foot lot. 
is heated with a Mor-Sun oil-fired furnace and has 
Johns-Manville exterior asbestos siding, sheathing 
board wall insulation, and spun glass insulation in 
the ceiling. The foundation is waterproofed with 
black asphalt and capped with four-inch solid con 
crete block 

The bathroom is finished with Pittsburgh plastic 
tile, Armstrong inlaid linoleum floor, and Elge1 
plumbing fixtures. 
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What you should know about . . . 


Building Cooperative Housing 


What is the purpose of FHA co 
operative housing? 

Congress, in approving the Na- 
tional Housing Act of 1950, sought 
to stimulate the construction of 
houses and apartments for certain 
families in the middle-income 
bracket 


W ho is eligible under the program? 

Any group of persons willing to 
join together in financing the con- 
struction of a project comprised of 
a minimum number of 12 dwell- 
ing units. 


Who may develop a project? 
There is nothing in the law to 
prevent anyone from interesting 
prospective co-operators in devel- 
oping this type of housing. In 
many cases, builders and realtors 
have joined FHA in enlisting sup- 
port for a project in their area. 
Is it “socialized” housing? 
The entire operation is con 
duc ted on a highly business-like 
basis. All parties benefit. The buy 
er obtains the housing he needs. 
The builder makes a profit. And 
the FHA meets the mandate of 
Congress. 


Is the program succeeding? 

Yes. FHA through its nation- 
wide system of field offices has 
found thousands of people seeking 
exactly this type of cae, Since 
last spring, applications for co-op 
housing amounting to nearly 
$500,000,000 have been received 
by these offices. This would pro- 
vide 46,000 new apartments and 
houses. 


How fast are applications handled? 
Considering the amount of time 
required in developing plans and 
completing construction, the FHA 
is approving applic ations at a rapid 
rate. FHA has approved state 
ments of eligibility for projects 
worth nearly $60,000,000 and has 
made formal commitments 
amounting to about $20,000,000 


Are there different types of co-ops? 

There are two kinds of co-ops 
eligible under the program: the 
rental, or “management” type, 
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and the “sales” type. In the man- 
agement type, persons who join 
the co-operative elect to pay a 
monthly fee to live in their apart- 
ment or house with the co-op, set 
up as a non-profit corporation or 
trust, holding title to the project. 
The rental arrangement is par 
ticularly desirable at this time 
since the financing of the project 
is exempt from government cred- 
it controls. 

The sales type is formed in the 
same way as the “rental”’ project. 
The only difference is that upon 
completion of construction the 
units are sold to co-op members. 
The buyer may obtain a separate 
FHA loan to handle the purchase. 
This type of arrangement permits 
a buyer to obtain a home through 
regular financing devices except 
that by “pooling” resources in a 
co-op the cost of construction is 
somewhat reduced, and more lib- 
eral financing terms are available. 


Which type is in greatest demand? 

FHA says a trend has been de 
veloping, since imposition of real 
estate credit controls, toward the 
rental type arrangement. 


What type is best? 

It depends, of course. on the 
financial status of the membership 
ot the co-op. Generally, higher 
payments are required on the 
sales type since these arrange 
ments are under credit controls. 

The rental type provides a low 
initial downpayment and much 
lower monthly payments. amount 
ing in many cases, from $12 to $20 
a month below rents charged con 
ventionally. 

Under FHA regulations. (a 
downpayment of 17% is required 
on rental projects, with 40 years 
permitted to repay the loan. For 
co-ops where veterans compose 
more than 65% of the member 
ship, the downpayment is 12%. 

On the sales projects. the credit 
controls prevail. These range from 
15% downpayment on units cost- 
ing less than $5.000 to 50% on 
those costing over $24,250. The 
government allows 20 years to 
repay the loan and for veterans 
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the downpayment is reduced 5% 
What is the maximum loan? 

Five million dollars is the top 
loan amount FHA will guarantee 
for any project under the program. 
At least 12 units must be included 
in any one development. 

Also, FHA will guarantee a 
maximum loan of $7200 for non- 
veterans living in a project having 
less than 414 rooms and $7650 for 
veterans. If lasoer than 414 rooms, 
non-veterans may obtain a top 
loan of $8100 and veterans $8550. 

Non-veterans may also choose 
to obtain a maximum $1800 loan 
for each room in the project or in 
the case of veterans $1900 per 
room. This is provided for projects 
having a large number of rooms in 
each unit. 


How does a co-op get started? 

A group interested in building a 
co-op should call a meeting of all 
parties and invite a local FHA 
representative to discuss the en 
tire matter. A committee compos 
ed of at least five co-op members 
should be formed to make pre 
liminary plans. 

The committee, composed of co 
op members most acquainted with 
mortgage financing, real estate, 
architecture, building construction 
and legal work, selects a suitable 
site for the project. After FHA 
approves, the co-op may then be 
gin the real job of getting the pro- 
ject going. 

The co-op should engage an 
architect or builder to begin draw 
ing construction plans and a law 
yer to work out legal problems. 
Officials stress that well-document 
ed information on building plans, 
land layout and construction will 
lead to speedy FHA action. 

At this point, FHA form 3205, 
“Request For Preliminary Analy- 
sis,’ should be submitted to the 
local FHA field office. It should 
contain: A map of the area show- 
ing location of the proposed site 
and indicating community facili 
ties in the neighborhood; informa- 
tion on zoning restrictions; topo- 
graphic map of the area or a sur- 
vey of the site, if available; a 

(Please turn to page 38) 
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A Parking Problem Solved 


LANS HAD BEEN set up for a shopping center 
I and parking lot development in Redondo Beach, 
Califormia. Level, adaptable ground was found for 
the buildings, but the site had one drawback .. . it 
was triangular in shape, thus creating a problem of 
relationship between location of buildings and park- 
ing area 

Realtor Harry Miller of Los Angeles, California, 
and his associates, studied various formulas for this 
parking problem and finally werked out a plan that 
provides an equitable solution. 

The entire project was originally designed for one 
ownership but after completion of major improve- 
ments it was necessary to sell some of the properties 
to previde funds for further expansion or for possible 
ultimate liquidation of the development. 

This immediately presented the problem of pro- 
viding perpetual parking for individual successors in 
interest whose holdings would be in various sizes due 
to the diminishing parking area at the apex of the 
triangular plot. 

Had the property been rectangular in shape, title 
could be conveyed clear through, each building site 
owning a sljce of the parking area with a community 
agreement tor use. 

A non-profit corporation was formed to take title 
to the entire parking area and service drive. No 
stock was issued and the membership in the corpora 
lion was evidenced ipso facto by all persons, natural 
or artificial, who held legal title of record to any 
building site or portion thereof. 

This title holding is the sole qualification for 
membership in the corporation upon and from the 
recordation of the deed. Whenever a member of the 
corporation ceases to be a holder of legal title of re 
cord to any portion of a building site, such person 
immediately ceases to be a member of the corpora- 
tion. 

To make this arrangement binding and workable, 
prior to conveyance of the parking area and service 


Individual building and parking lot dimensions, shown in this 
line drawing, play an important part in the solution used to 
solve the parking problem of the Redondo Triangle center 
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drive to the Redondo Triangle Parking Association, a 
Declaration of Establishment of restrictions was plac 

ed on record binding upon all the building sites, park 
ing area, and service div, 

One of several restrictions regarding quality con 
struction and the use of the area, is a right binding on 
all building site owners, present or future, to impose 
a lien to secure payment of an annual assessment for 
the upkeep, maintenance, and taxes. 

Each building site owner is assessed a pro-rated 
cost of the annual estimated expenses. Failure to pay, 
permits the parking association to record the lien and 
foreclose in the usual manner for non-payment. To 
tal annual assessment is limited to 40% of the county 
assessor's valuation of the parking area. This pro 
cedure was considered ample to cover any contingen 


Cres. (Please turn to page 41) 
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(2x9230) + (ieee 2 9130) = 18260 + 8932 
(ex1ob00) + {885 r0ke0) = 20800 + 600 
{ 7800) = 1 + 3600 
(27800) * {8 x ) = 15600 
4 18420) = 36840 + 16900 
(2xxB420) + |} as ) 
(2980) + Bes 2 980) = 9960 +2500 
(exa3000) + {298 x 13000) = 26000 + 10000 
(26000) + s& 


(2x8995) + (pg 


6000) = 12000 + 3600 
6595) = 17190 +7847 = 
4800) * 9600 * 3600 * 
4200) = 6400 +3600 

3600) * 7200 * 3600 

3680) = 7360 +6e6s = 25, 
6578) “15156 +2189 = 15, 945 


TOTALS 364,647 100.008 











Here are the statistics for the formulas giving shares of voting 
stock for each building owner and the percentage factor for 
maintenance costs 
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Can He Sell? 


They can be short or tall, handsome or homely, skinny or fat. There's 
no proven formula for selecting a good salesman by his physical 
appearance. But you can eliminate much of the guesswork and cut 
the high cost of personnel turnover. That's important with the im- 
pending shortage of manpower. Find the pattern for past successes 
and failures in your office, then check each applicant with that pat- 
tern in mind. Here are personnel guides to help in hiring employees 


NE OF THE most important problems facing real 

estate executives during the present emergency 
is the prospect of losing some of their best salesmen, 
either to the armed forces or to war industries. The 
problem of maintaining an effective force of sales- 
men involves three factors: selecting the right man 
in the first place; training him correctly, and giving 
him the kind of supervision which will keep him en 
thusiastic and efficient 

Sales managers report that it costs from $1000 to 
as much as $2500 to hire, train, and then lose a sales 
man. Selecting the right man in the first place cuts 
this turnover cost where it counts. 

Who are your successful salesmen? What charac 
teristics do they have that you should look for in 
other applicants? Analyse sales records. Determine 
who has brought in the most listings, who has sold 
the most houses, who has had the highest dollar vol 
ume. Put their names on a sheet of paper. 

Who have been the real failures, the undesirables? 
Put their names on another sheet. From these two 
groups of men you should be able to extract the in 
formation you need to set up a system with which to 
pick good men in the future. 

Having determined who are your successful sales 
men, the next question is: “What makes them suc 
cessful?” Examine closely the personal history of 
each man at the time he went to work for you. How 
old a man was he when he started? How mature was 
his outlook? How much education did he have? How 
many jobs had he held previously? How much 
money had he been making? What was his general 


appearance, voice, manner? When you have set this 
down on paper for each man, you will have estab 
lished a general pattern of what makes a successful 
salesman for your company. 

Similarly, dig out the information on the failures, 
the misfits, and set out a general pattern for those 
who apparently will fail with your company. 

This data will make a valuable guide for selecting 
men in the future because you have a pre-determin 
ed key. Remember that the basic approach is factual 
in terms of average. Don’t hire a man on one recom 
mendation and make no further check on his general 
possibilities. The small amount of time required to 
build up a factual picture of your past experience 
will increase your chances for predicting the possi 
bilities of success of any new man you interview. 

Information on a man’s application blank may 
look interesting, but you have to talk with him to dis 
cover whether he has the intelligence, spark, person 
ality, and appearance to sell real estate. Introduce 
him to mete around the office to find out whether 
or not he has the kind of winning way that’s so im 
portant in selling real estate. Talk with him about 
the opportunity itself. If he’s more interested in va 
cations or bonuses than he is with the basic desire to 
sell real estate and lots of it, then watch out! 

Check into his health, past earnings, family back 
ground. A man with worries at home or a trouble 
some stomach isn’t up to par. Use a formal applica 
tion blank and a planned interview to cover all ihe 
bases. Check all references by telephone or in person 
where possible — people don’t like to give facts by 
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mail. And sell him the opportunities of the job at 
the beginning to get him interested 

There is an old saw which runs: “Save your pen- 
nies and the dollars will take care of themselves.” 
It might well be reworded: “Build your men, and 
your sales dollars will take care of themselves.” 

The sales manager who says, “Good men don't 
need to be trained”’ is like the little boy who objects 
to a bath by saying, “I’m clean anyway, Ma.” It has 
been demonstrated that training. in its true sense, is 
necessary for all salesmen on a continuing basis as 
long as they work for you 

Plan what to train your men. The first task is to 
develop the right attitudes toward the idea of selling 
homes. toward the company, and toward the clients 

Instill a thorough knowledge of every phase of 
real estate they must handle, knowledge of company 
policies and all of the types of forms they must use 
A successful salesman today should know construc 
tion terminology, the various steps in appraising, 
taxation, and all the other facets of real estate. Some 
of this can only come through experience; much can 
be gained through proper coaching. 

Follow this with development of skills in solving 
customers’ problems, skills selling, skills in deal 
ing with people and handling their complaints. Fi 
nally, plan to develop work habits of organizing their 
time, not only for business appointments but also for 
civic activities that will mean their self-improvement. 

This kind of training can be gained through a peri 
od of personal conferences with each new man, his 
continual attendance at sales meetings at which older 
salesmen give the benefit of their experiences, a good 
selection of books and periodicals on real estate, and 
the advantage of working for a period of time with 
an older salesman 

A valuable method for improvement used by one 
company is a periodic evaluation of each salesman 
by all other salesmen and the sales manager. Fifty 
items are listed on a form, and each c is evaluated 
on all of these sales characteristics. A “Perfect Sales 
man” would get a score of 100. The ratings serve to 
show each man his strong and weak points as others 
see them and enable the sales manager to give help 
where needed 

One real estate executive recently stated that he 
felt that salesmen were either cut out for their jobs 
or not. They either found selling a fascinating game 
or were bored with it. He said that a salesman’s in 
terest in the business must be created and fostered by 
management to prevent monotony and maintain en 
thusiasm. 

The key to good supervision is to set up clear 
standards of what constitutes good sales performance, 
standards which every man can easily understand, 
and then show him from day to day or week to week 
just how he is meeting those standards. 

Keep your salesmen informed. Explain any new 
policies, programs, regulations. Maintain enough 
close personal contact with him to keep in touch with 
what he is thinking so that you can reach his un 
spoken attitudes. Recognition of good work is im 
portant to continued Contests and other 
stimulators of activity are useful, too 

Give him plenty of support. Make him feel that 
he has strong backing from the rest of the team. And 
let him know that you are more interested in HIM 
than in his immediate sales record, that you are in- | 
terested in increasing HIS abilities and earning pow- | 
er. YOUR increased sales will take care of them | 
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For Getting Listings 


AND TOGETHER three or four leading real 
estate men in your city and advertise collectively 
for listings. By using a common ad with individual 
identity, advertising expense can be shared. Use a 
headline at the top of the ad explaining that the 
properties desc ribed can be purchased from any one 
of the cooperating brokers. Each broker of the group 
agrees to share all exclusive listings with the others 
after 15 to 30 days. 
po aoe 
Keep as complete a record as possible of every new 
home ult in your community. Write the owners a 
personal letter saying you hope they will enjoy their 
homes for many years to come. Add that if circum 
stances should require that they have larger or small- 
er homes, or leave the city, you would be happy to 
have the opportunity of finding them a satisfactory 
buyer. 


When you advertise for listings, come straight to 
the point. Write your copy for the type of home one 
of your prospects actually wants to buy. If you have 
a prospect for a two-bedroom home in a certain loca 
tion, or a certain type of business property, adver 
tise those facts. Don’t manufacture requests for cer 
tain types of property that you don’t have simply to 
get listings. 

. a o 

You can obtain listings by personally calling on 
former clients and saying something like this: “It’s 
good to see you again, Mrs. Johnson. How are you 
and your family? Mrs. Johnson, a very nice family 
is moving here from Denver and I have driven them 
around your section of town. They are very impres 
sed with it, and I was wondering if you knew of any 
homes in this district that you may have heard were 
for sale.” 

Instead of continually searching for properties you 
would like to list, concentrate more on properties that 
need to be sold. There are numbers of such places in 
every community. Nine times out of 10 they are not 
being used to their fullest capacity and you'll often 
find the owners more than willing to sell. Put your 
imagination to work. Decide just what those proper 
ties can be used for and then find a buyer 

ae oe 

There are many good sources for listings, but here 
are some that aren’t developed enough: Canvass local 
banks and attorney's offices regularly for trust ac 
counts and estates that may be liquidated. Ferret out 
families which own more than one residential pro 
perty. Rent control accentuates the logic of this idea 
Never pass a house or building which looks neglected 
without noting the number on it, checking the tax 
collector's office to see how the taxes are being paid 
You may find the owner wants to sell 
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your 


owners’ ads in the classified columns of 
newspaper. Phone or call on each advertiser 
personally. Check with large employers of labor re 
garding transfers of executives. Watch for news of 
families moving out of town. deaths, marriages, busi 


(Please turn to page 36) 
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Ideas for Getting Listings 

(Continued from page 35) 
ness changes. Draw from your property management 
department. 


is 

If you use direct mail to solicit listings, make your 
letters informal and friendly, yet sincere. Some com 
panies have successfully used such ideas as attaching 
a nickel to each letter and using the caption, “It won't 
cost you a nickel to call us.” Other companies have 
had much success with colorful cartoons heading 
their letters, using such illustrations as a man dash 
ing out of a house to a waiting taxi, and his wife say 
ing, “Wire as soon as you find a place to live, dearie.” 
Copy of the letter points out how the company can 
take over the worries of “selling your present home.’ 

o x . 

When you advertise a property is being held open 
for inspection, station employees near the property 
to write down the license number of every car that 
stops or slows down to inspect the exterior. Get the 
name and address of everyone who comes in to see 
the house. A large portion of these people are pros 
pects for some kind of property. If you personally in 
terview them, you will find a large number will want 
to trade in their houses on others. This way you get 
another listing as well as another prospect. 

“ne er 


When you sell a property that needs repair, tell 
the proper tradesmen about it. They will appreciate 
the information and, in turn, are apt to tell you about 
prospective buyers and sellers. And when you sell a 
listing, call on the people next door, tell them about 
their new neighbor, and inquire about properties for 
sale 


If you use signs, be sure they reflect quality on 
your company. Your phone number should be of a 
size almost equal to that of your company name so 
that it is easily seen from the street. As soon as the 
property is sold, place a “Sold” strip. preferably one 
that will reflect at night. over the original sign. 


An intelligent salesman will not rush head-long 
into an attempt to get listings without first being 
sure that he can answer such questions as these in the 
affirmative 
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Write for Free 


REALTORS METAL SIGNS 
Sample. Illustrated Literature 
LANCELOT STUDIOS 
burgh 22, Pa 


and Prices 


246 Third Ave.. Pitts- 


Money in Prefabricated Home Building — 
Dealers wanted in Indiana, Ohio, Michigan, 
lilinois, Kentucky, FHA, VA_ approved pre- 
fabricated homes in $6,600-$8,500 price range 
The most completely factory fabricated homes 
on the market houses are erected, roofed 
and locked the first day. A complete financing 
plan. Good profits assured. Write General In- 
dustries, Inc., 3037 Wayne Fort 
Indiana 


SIGNS 


Made to your order 


EDW. MITCHELL 


Trace Wayne 





153 E. Weber 


We still have steel. Write for de- 
tails. PROMPT SERVICE any- 
where in U.S.A. 


= "WE 








SIGN THE NATION’ 


CTIVE DISPLAY ADV 


702 West 19th Street Chicage 8, Il 
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Architectural 
Home Planning and Rendering 


EAST LANSING 
G.M 
723 Forest Ave 


Pratt 


SYNDICATE will take long term leases on A-1 
locations in cities of 10,000 and up, or 
retail properties subject to present leases 


276 Fifth Ave 


For Business Opportunities — Motels 


COLUMBUS, OHIO 
Willard Piper, Inc 


Are you well-informed about the location of the 
property and trends of that partic ular area? Do you 
know the prices at which similar properties in the 
area are sold and whether they move quickly or slow 
ly? Are you well-informed as to the relative values 
of various types of architecture and construction ? 
Are you able to give a fair and impartial value of the 
property? Are you prepared to convince the owner 
why your organization is better-equipped to sell his 
property ? 


* ¢ * 


Illustrated brochures can help get listings if they 
are prepared carefully and attractively. Their pri 
mary pulling power is in their physical beauty. Pas 
toral scenes or pictures of your office can be used on 
the front cover. Inside pages should vividly describe 
through illustrations and copy the history of your 
company, the steps you use to sell a property, your 
record of past performance. Pockets on the inside 
covers, ear-marked for personal papers, give the bro 
chure added usefulness. 


s @ « 


Concentrate your phone soliciting so that all mem 
bers of your sales staff devote one specific hour a week 
entirely to making phone calls. An hour in the early 
evening has proved most result-getting for many real 
tors. Call this your “listing hour” and prepare a well 
planned, thorough sales approach. To stimulate inter 
est, offer prizes to the salesmen getting the most list 
ings during this particular period. 


Pattern for More Business 


(Continued from page 27) 


comment from customers about the volume of busi 
ness transacted. 

The company has a substantial waiting list of sales 
men, partly because of its pension plan. Each male 
employee of the company is given a $10,000 life in 
surance policy and $100 a month at retirement age 
65, or a cash settlement at age 65 of $18,000 or bet 
ter, depending on length of service. This is all paid by 
the company with the exception of the 3% of the 
salesman’s gross commission which is paid by the 
salesman. 


ESTATE SECTION 


METAL SIGNS, 14 x 20, Lots $.44 each 
Realtors Sien Service. Box 1122. Greenville. S.C 
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FUTURE REAL ESTATE 


Brokers, Appraisers, Managers 


MICH 


will buy 
if any 
City 


Investigate our Home Study and Residential 
courses in Real Estate. Includes all phases 
of the business. 


FREE CATALOG Established 1936 
WEAVER SCHOOL OF REAL ESTATE 
Dept. RE 


N.Y 


15 E. Pershing Rd. Kansas City 8, Mo. 
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REAL ESTATE MEN! EARN MORE WITH LEGAL TRAINING, LLB DEGREE 


The law-trained real estate man has the advantage 
at home in spare time with our complete 
awarded 
graduates. 42 
can help you 


s easy to study 

LLB degree 

nousands of satisfied 
how study of law 
FREE 


ruidance 


every time’ It 
law course and lesson 
budget 

at no ce 
Law and Executive 


Low time payment 
years of i 


Send for ir 


plan to fit your 
uction. Find out now 
mative book 


AMERICAN EXTENSION SCHOOL OF LAW 


DEPT. RE-39 


646 N. Michigan Ave. Chicago 11, Illinois 
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By GEORGE F. ANDERSON 


BB <r are many brokers who 
do not commingle their clients’ 
money with their own, but they 
keep the same in a separate ac- 
count, but in their own names. 
This is not a compliance with the 
law. 

In the case of Naltner vs. Dolan, 
108 Ind. 500, 8 N.E. 289,588 Am. 
Rep. 61, the court said: “In case it 
becomes the duty of an agent or 
trustee to deposit money belonging 
to his principal, he can escape the 
risk only by making the deposit in 
his principal’s name, or by so dis- 
tinguishing it on the books of the 
bank as to indicate, in some Way, 
that it is the principal’s money. If 
he deposits it in his own name, he 
will not, in case of loss, be permit 
ted to throw such a loss on h‘s prin- 
cipal. In such a case the good will 
or intention of the trustee is in no 
way involved. Having, for his per 
sonal convenience, or from what 
ever motive, deposited the money 
in his own name, thereby vesting 
himself with a legal title, it follows 
as a necessary consequence, when 
loss occurs, he will not be permit- 
ted to say, as against his cestui 
que trust, that the fact is not as he 
voluntarily made it appear.” 


J D. leased a building under a 
. long term lease at a rental of 
$1,000 a month. The lease provid 
ed for an adjustment of rents every 
five years by three named arbi 
trators. At the end of the first five 
years the arbitrators met and fix 
ed the rent for the next five years 
at $2,000 a month. This was out 
rageously high, but in such a case 
there is nothing the tenant can do 
about it. By the same token if the 
arbitrators fix the rent outrageous 
ly low, there is nothing that the 
landlord can do about it. Both 
tenant and landlord are bound by 
the provision in the lease. Of 
course, if there has been fraud the 
situation is different, but even so, 
it is difficult to prove fraud, but 
there is not as much danger of 
fraud as there is of a little pres 
sure brought to bear on the arbi 
trators. 


IEDERMAN on Real Proper 

ty, sec. 189, says: “But a lease 
executed by one co-tenant with 
the consent of all, and as their 
agent, is as binding upon all as if 
it had been executed by all in per 
son.” He cites Harms vs. McCor 
mick (Ill.) 22 N.E. Rep. 511. I 


doubt that this principle is appli 
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is specific written authority required for a tenant to act as agent 


for several tenants? Is it lawful to deposit clients’ money under 


your own name but in a separate account? An owner okays improv- 


ing a vacant lot for playground but later wants to build on the site. 


Can he claim full rights to the lot? Read the law on these cases 


cable where the lease is for over 
yne year, in which case the Statute 
of Frauds requires the 
authority to be in writing 


agents 


MAN owned a vacant corner, 

150 by 200 feet. A committee 
of neighbors called on him, and 
asked him if they could use the 
corner for a playground. The own 
er said, “vy not, I was a kid vonst 
myself.” That's all that was said, 
except to thank him profusely, 
and to assure him that God would 
reward him for his generosity and 
good will. Often God is the only 
one who rewards a fellow, and 
sometimes I’m not so sure that he 
always does. But don’t distract me 
like that. Let me go on with the 
story. The neighbors went to con 
siderable expense to fix the corner 
up for a playground, putting a 
fence around it, gravelling the 
surface, putting up. swings 
slides and benches and 


and 
shades, 


June, 1951 


for the parents to sit and gossip, 
while the kids enjoying 
themselves 

After years the owner 
wanted to build on the lot but the 
occupants refused to surrender 
Gratitude springs 
eternal in the breast of man. I'm 
not sure if that 
springs that something 
else. Anyway its a nasty situation 
1 think in Illinois it would be re 
garded as a license and be revo 
cable. Baird vs. Westburg, 34-341 
Ill. 616. But this has been 
criticized in 26 Ill. Law Rev. 436. 
and in many states it is held such 
is irrevocable during the life of 
the improvements, and the chances 
are they will live longer than the 
owner of the lot. In all events, I 
do certainly hope, that if the own 
er does not win his case God will 
reward him, and punish those in 
grates who took advantage of such 
generosity 


were 


a few 


pe yssession 


its “gratitude” 
way or 


case 





Low-Rent Housing 


(Continued from page 19) 


phis low-cost housing was _ built 
under Section 608, no longer in 
existence, and is not workable 
under Section 207 for similar con 
struction. But Johnson says. “In 
my opinion Section 207, with re- 
visions now underway, can be 
used successfully in the low-rent 
field. In fact, we now are working 
out plans for several projects and 
hope to have them going under 
207 shortly, provided 207 is re 
vised.” 

The revisions referred to were 
those recently announced by 
Franklin D. Richards. FHA com 
missioner. He said the amortiza- 
tion requirement under Section 
207 was being lowered from 214% 
to 2%, thus allowing a 5% rent 
cut. This applies to current and 
future commitments. And Rich 
ards says he is asking that Con 
gress shorten debenture bonds to 
a 20-year maximum, rather than 
the 43-year maximum now in 
effect. 


Cooperative Housing 


(Continued from page 32) 


rough sketch of the proposed site 
plan of the development; rough 
sketches of typical floor plans; and 


evidence that the site will be avail 
able for purchase or lease by the 
co Op. 

If the preliminary analysis is 
approved, the co-op applies for a 
statement of eligibility. This is 
called the “Application For Mort 
gage Insurance.” Two forms are 
available and either may be filled 
out according to the co-op’s plan. 

If the rental type project is de 
sired, the group fad file FHA 
form 3201. Co-operators building 
the sales type project file FHA 
form 3202. In all cases, a fee of 
$1.50 is charged by FHA for each 
$1000 of the loan requested to 
process the application. 


How soon does the building start? 

After FHA approves the appli 
cation for mortgage imsurance, it 
issues a “Statement of Eligibility 
Letter” showing the amount of 
the mortgage eligible for FHA 
financing. The amount is estimat- 
ed from the information supplied 
by the co-op and FHA investiga 
tion. 

The co-op has 90 days after the 
letter is issued to complete ail 
plans and specifications and ob- 
tain bids from contractors. A law- 
yer must prepare articles of in 
corporation and by-laws of the co 





Retail Business Districts 


Florida 


Daytona Beach 
Jacksonville 
Miami 

Miami Beach 1 
Miami Beach 2 
Miami Beach 3 
Miami Beach 4 
Miami Beach 5 
Orlando 


Georgia 
Atlanta 1 
Atlanta 2 
Augusta 


North Carolina 


Asheville 
Charlotte 
Greensboro 
Pensacola Raleigh 
St. Petersburg Winston-Salem 
Sarasota 
Tallahassee 
a South Carolina 
Tampa 


West Palm Beach Charleston 


377 Dwight Street 
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Solid South 


Most Extensive Real Estate Survey of the Downtown 


WRITE NOW FOR ILLUSTRATED BROCHURE 


NIRENSTEIN’S NATIONAL REALTY MAP COMPANY 


of the Following Cities: 


Alabama 


Birmingham 
Mobile 
Montgomery 


Louisiana 


New Orleans 
Shreveport 


Texas 


Amarillo 
Austin 
Beaumont 
Dallas 
EI Paso 
Fort Worth 
Galveston 
Houston 1 


Mississippi 
Meridian 


Oklahoma 


Oklahoma City 
Tulsa 


Tennessee 


Chattanooga Houston 2 


San Antonio 
Waco 
Wichita Falls 


Knoxville 
Memphis 
Nashville 


Springfield 3, Mass. 
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op to be submitted to FHA for re 
view and approval. In addition, the 
required number of co-op mem 
bers must be obtained and signed 
up. At least 90% of the member 
ship must be recruited before the 
FHA issues a formal commitment 
and their names must be turned 
over to the local FHA office. More 
over, the co-op must make final 
arrangements with an approved 
lending institution to make formal 
application for FHA insurance on 
the proposed loan. 

After examining the documents, 
FHA must issue a firm “Commit 
ment for Insurance” on the project 
and within 15 days another pay 
ment is due from the group. This 
is the second $1.50 fee for each 
$1000 of the loan amount. 

Next, the co-op’s attorney is re 
quired to complete all legal docu 
ments and if the cash downpay 
ment has not been paid by the co 
op’s members it is now due to close 
the transaction. In the case of rent 
al units co-op members must oc 
cupy at least 90% of the dwell 
ings and 100% in the sales pro 
jects. 

What profit may be realized? 

Generally, FHA will permit the 
builder to take up to 5% profit on 
construction. Another 5% may be 
allowed for architectural fees and 
a 3% allowance is permitted for 
organizational expenses to the 
builder including clerical. office 
and other overhead expenses 

In some cases, the board of di 
rectors of a co-op has elected to 
turn over bookkeeping and main 
tenance operations to a qualified 
person who receives a flat fee for 
such services. This practice is com 
mon in larger co-ops 


What are co-op housing advantag 
sc J 
es 


Officials that for the first 
time the builder may start a hous 
ing project with the full know 
ledge that every unit will be sold 
immediately upon completion 


Say 


What are restrictions on type of 
housing? 

None. Under the program, a 
project may take various forms. It 
may consist of apartments or 
single detached, semi-detached and 
row houses. 

What about architecture? 

FHA stresses the importance of 
livability. While FHA is interest 
ed in housing projects simply de 
signed. it also warns against mon 
otony and repetition of a few basi« 
or standardized floor plans 
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Income Taxes on Homes 


By BERT V. TORNBORGH, CPA 


DEPRECIATION. For all prac- 
tical purposes the “basis” for de 
preciation is cost. What you do 
when you claim depreciation is to 
write off a percentage of the total 
cost each year against taxable in- 
come. When a property is said to 
be “fully depreciated” it means 
that you have written off an ag 
gregate amount equal to the cost. 

It was pointed out earlier that 
you may not claim depreciation on 
your own residence. In order for 
depreciation to be allowable the 
property in question must be 
“used in taxpayer's trade or busi 
ness” or must be “held for the pro 
duction of income.” A home that 
you rent out to tenants clearly 
comes under these categories and 
depreciation is in order. 

Most taxpayers understand that 
when they sell a property they 
must measure the gain or loss by 
the difference between the selling 
price and the cost as reduced by 
depreciation. What they don’t al 
ways understand, however, is that 
the cost on sale must be reduced 
by consistently taken depreciation 
allowances. It is not at the taxpay 
er’s option. He cannot skip depre 
ciation in years in which he “does- 
n't need it.” That is, he can skip 
claiming it if he wants to but he 
cannot skip reducing his cost by 
it whether or not he claimed it. 
The tax law says you reduce the 
cost by depreciation “allowed or 
allowable.” That's the important 
point, allowable. As long as it was 
allowable it serves to reduce cost. 
and nobody cares much whether 
or not you claimed it. 

Basically, depreciation means 
deterioration, exhaustion, wear 
and tear induced by actions of the 
elements, and normal aging. It 
may also embrace obsolescence 
but it does not cover mere decline 
in market value. You just forget 
about decline in market value un 
til you dispose of the property and 
suffer reduced return al less pro 
fit, or perhaps a loss. 

Suppose you forget to claim de 
preciation for a few years, can 
you catch up in a later year? No, 
you cannot claim compensating 
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Depreciation, installment sales, foreclosures, all have an important 


income tax angle that bears close watching. This is the second of 


two articles by our tax editor to help you with future tax returns 


larger deductions but you must re 
duce the cost. as above 

For tax purposes depreciation 
rates acceptable to the Treasury 
Department for dwellings, apart- 
ments, farm buildings and garages 
of average construction are in the 
neighborhood of 214%. 

If a taxpayer lives, along with 
his tenants, in a two-family house 
you'll have to apportion the cost. 
First you'll have to segregate the 
total cost as between land and 
building as no depreciation may 
be taken on land. Then, assuming 
that you occupy exactly one-half 
of the house and your tenants the 
other half, you should claim depre 
ciation at 244% annually on 50% 
of the cost allocated to the house. 

If an old house is bought of the 
type that would ordinarily take a 
2% depreciation rate (50 year 
life), what would be the proce 
dure? Do you start all over again 
with the 2% rate? No. If you buy 
such a house when it is 25 years 
old, it then has an estimated re 
maining life of 25 years and 
your rate should be 4%. 

As a landlord, you can not claim 
depreciation on improvements 
made by your tenants. The ten 
ant may claim depreciation on 
such improvements if he is in the 
building for a business purpose, or 
sub-letting it (which counts as 
business, 1.e. a transaction entered 
into for profit). How fast should 
depreciation be taken? Over the 
useful life of the improvement or 
over the term of the lease, which 
ever is shorter. 

INSTALLMENT SALES. All 
cash on the barrelhead is not the 
custom in real estate sales. In al 
most all sales there is some sort of 
installment or deferred paying in 
volved. The income tax law has 
some special provisions for report 
ing of installment transactions, 
and for tax purposes it doesn’t 
matter whether or not title has 
passed. 

Boiled down to its simplest 
terms the installment method of 
reporting means that you pick up 
as taxable income each year only 
the collected gross profit. For ex 
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ainple, you have a piece of land 
that cost you $6,000 and you sell 
it for $10.000, collecting for it in 
four equal installments of $2,500 
each. Sixty percent of each pay 
ment represents cost-recovery to 
you, the other 40% is your gross 
profit. Therefore, each year you 
report 40% of $2,500 or $1,000, as 
gain from installment sales. By the 
time you have done that four times 
you will have accounted for the 
full $4,000 profit on the sale 

The law says that in order for 
you to avail yourself of the install 
ment method the initial payments 
must not exceed 30% of the sell 
ing price, and initial payments are 
defined as all payments collected, 
in cash or property, in the first tax 
year in which the sale is made 
Notes, mortgages, or other “paper” 
don’t count as partial payments 
for these purposes, they mus’ be 
cash or property having a fair 
market value. 

If a sale classifies as a capital 
gain it can be reported on the in 
stallment basis but it is not com 
pulsory. The cash or accrual basis 
will also be acceptable, de vending 
on which is ordinarily used by the 
taxpayer 

Losses, however, cannot be re 
ported on the installment basis 

DEDUCTIONS. If you rent a 
home you have no deductions. The 
rent you pay is a personal outlay, 
not deductible. If you own a home 
you may deduct property and 
school taxes, mortgage interest, 
and storm or other casualty losses, 
not covered by insurance. 

The first two items require no 
comment as they are generally 
known. In case of casualty losses, 
please note that you measure them 
by comparing the fair value of the 
total property before and after the 
casualty and the difference is the 
deductible loss. 

It is usually best to have a real 
estate expert appraise the property 
and give you his opinion on the 
extent of loss. It will usually be 
acceptable to the Bureau of In 
ternal Revenue, whereas your own 
estimate may not be. 
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CANADA OR MEXICO 
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Our representative will be glad to call and work 
with you. 


For satisfactory arrangements, utmost dependability 
and outstanding security WRITE or CALL COLLECT. 


H. J. DaLprIn, 

REAL ESTATE DEPARTMENT, 
3500 BOOK TOWER BUILDING, 
DETROIT 26, MICHIGAN. 
‘PHONE WOodward 2-5400 


i ) 
WE ARE NOT BROKERS 
WE ARE HOTEL OPERATORS 





























THE NEW 1951 


Pollman Homes 


Manufactured and Distributed by 


THYER MANUFACTURING CORP. 


Quicker Profits—Speedy Construction— 
Beautiful Design—Low Cost 
AMERICA’S FINEST ECONOMY HOMES 
80 Variations—40 for the North 
40 for the South 
WRITE OR WIRE FOR BROCHURE AND SALES KiT 
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“Super Thrift’ Homes 


Four demonstration models in its 1952 line of 
“Super Thrift” homes were recently displayed to the 
press and public by National Homes Corporation of 
Lafayette. Indiana. The company’s latest series of 
27-home designs offers for the first time hip roof con 
struction for the three- and four-bedroom models. 
sand-finished ceilings, and new styling in exterior 
decoration and color. 

The three-bedroom “Fenton” and the four-bed 
room “Riviera” are heated with gas or oil, forced-air 
or counter-flow furnaces with heat vents in each room 
and the two-bedroom “Fargo” is heated with a wall 
furnace. Rock wool insulation is used in exterior 
walls and inside panels have a built-in vapor barrier. 


Gas-Fired Utility Furnace 


A gas-fired utility type furnace with 100,000 
BTU/HR and a bonnet output of 80,000 BTU/HR is 
being marketed by Morrison Steel Products. Inc. of 
Buffalo, New York. The unit’s height is 5834 inches 
and it requires only 22x25 inches of floor space. 

The new model, UF-6-G, has a fixed orifice, ven 
tura tubular designed burner producing a semi-lu 
minous, full-floating convex flame. All parts are die 
stamped from heavy gauge deep-draw steel, and the 
casing is finished in baked Hammerloid two-tone 
gray. A one-piece electronically welded fire box helps 
eliminate the possibility of gas leaks. 


New Home Appliance Line 


An electric range with fingertip “color control” 
cooking highlights the 1951 line of eight electric and 
six gas, all-steel ranges of Murray Corporation of 
America, Scranton, Pennsylvania 

The new range series comes in 20-inch, 36-inch, 
and 40-inch models and has such features as “clear 
vue” double-pane oven windows, automatic light and 
oven timer, swing-out high broiler, and precision 
thermostat control. 

Also included in Murray’s home appliance line, 
are matching cabinet-sink combinations and a full 
series of both wall and floor cabinets of all-welded 
steel construction 


Tile Cutter 


A tile cutter for asphalt, rubber, linoleum, and 
vinyl! floor tile that automatically scribes each tile 
while cutting to assure easy and rapid fit. is being 
manufactured by Hachmeister Incorporated of Pitts 
burgh, Pennsylvania. 

Called “The Speed Cutter,” the tool has calibra 
tions on the base for precision cutting and the gauge 
has a semi-automatic setting for cutting 9x9-inch di 
agonal half tile. Its total weight is approximately 17 
pounds and when the handle is in “down” position it 
is easily portable. 

The tool is capable of cutting a 12x12-inch tile and 
its knife blades and all other parts are made from ma 
terials selected to give precision cuts and trouble-free 
life. All the steel parts are cadmium plated 
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Modular Office Equipment 

Wood modular office equipment completely flex- 
ible, demountable, and mobile is available from the 
Globe-Wernecke Company of Cincinnati, Ohio. The 
company’s new line of equipment, called “Techni- 
plan,” occupies 18.3% less floor area than previous 
lines and is organized for greater office work efficien- 
cy. 

Techniplan arrangements are built around desk 
and center runners assembled with various standard 
sectional units for letter files, map and drawing cab- 
inets, and card index cases. A patented, interlocking 
feature makes it easy for anyone to assemble the 
units and to make any changes required 


Washington Column 


(Continued from page 15) 


casualty,” says Fleischmann, “because we will give 
allotments if they appear necessary.” 
* ok * & 

Contrary to rumors which were circulated after 
NPA clamped down on $35,000-and-up housing and 
three-story-plus-basement apartments, subdivision 
developers need not obtain permits to construct 
groups of individual units. It is understood that since 
the regulation requires a permit for a project using 
25 tons of steel, land development (sewer, water, gas 
lines) is considered a “project” and, therefore, a per- 
mit is required for any such development using that 
quantity of steel or more. 

No change has been made in the provision of the 
NPA order which authorizes the 25 cents per square 
foot of occupied space for alterations and moderniza- 
tion of large structures, except that the amended or 
der now specified that such exclusion refers only to 
interior work rather than interior or exterior 


A report by FNMA shows that in March, 1951, 
there was another increase of $144 millions in funds 
available because of the cancellation of mortgage pur- 
chase commitments and sales of mortgages on hand. 


Parking 


(Continued from page 33) 


The big problem was to decide the portion each 
site owner should pay as his share, as the property 
varied in size, depth, front footage, and location. 

Consideration also had to be given to the voting 
power of the corporation members of the parking lot 
so that smaller parcel owners would not be out-voted 
by larger lot owners. 

In determining the voting units, the two physical 
factors of front lineal footage of a site and the area or 
square footage had to be considered. As the sites vary, 
the two factors are combined. 

The formula decided upon states that the voting 
stock for any building site is to be equal to the pro- 
duct of twice its area plus the ration of front lineal 
footage to depth. This 1s then multiplied by the area 
contained in the building site. 

The sum total of the voting units in relationship to 
the individual unit, equals the percentage of voting 
power. 

The maintenance percentage factor is worked out 
by a scale computing the location of each site to the 
center of the parking lot which is called the “parking 
depth factor.” This factor, multiplied by the voting 
unit factor, gives the percentage of the whole that 
each building site owner is assessed. 








MASTER-FILE SYSTEM 


MORE 
DEALS BY 


MORE 
SALESMEN 
WORKING ON 


MORE 
PROSPECTS 


System Includes: 
1 Large MASTER-FILE Box 





1 Set (9) Property Type Indexes 
4 Sets (6) Property Price Indexes 


1,000 MASTER-FILE (3” x 5”) 
Buyer Prospect Cards 


At last a workable duplicate prospect card record system 
Workable because each MASTER-FILE prospect card gives all 
prospect's needs in detail . . . BUT does not reveal his name 
The salesman that filed the card must be consulted, therefore 
he is “in” on any deal involving Ais prospects. Meaning this 
will be contributed to .. . and used by ALL, meaning more 
deals for everybody 


NEW ITEMS, LOWER PRICES — Get Folder ¢ 
HARRIS N. KROLL & CO. 


1110 BRENTWOOD BLVD. ST. LOUIS 17, MO. 
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|270 Madison Avenue New York 16, N, Y. 
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BETTER CONCRETE 
SLABS COST LESS 


with SISALKRAFT 


LAID OVER SUBFILL 


Big building, above 
SISALKRAFT « 


FOR BUILDINGS OF ALL SIZES 


Whatever the job . . . from hum- 
blest homes to the biggest buildings 
... SISALKRAFT helps you build 
better for less. For instance, by lay- 
ing SISALKRAFT over subfill before 
you pour any concrete slabs (at 
ground level or in excavations), 
you'll get denser, harder, drier floors, 
at lower cost, because . . . 
1 Water and cement can't seep through 
SISALKRAFT into the subfill . . . the 
specified concrete-mix proportions and 
desired slab-characteristics are thus main- 
tained. 
2 SISALKRAFT blocks penetrations of 
concrete into voids of subfill . . . no 
concrete ‘‘fingers’’ can form to draw up 
ground-moisture into slab by capillary 
attraction. 
You save concrete and labor . . . get 
better slabs at lower cost 
In many other ways, too, SISALKRAFT 
and SISALATION (Reflective Insulation) 
help you to build better for less. 


Write Dept. NR6 


for free samples and data 


THE SISALKRAFT CO. 
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if you believe in business cycles, there’s encouraging news in the 
home building picture. The Foundation for the Study of Cycles 
says that home building should start another upward trend by the 
latter part of 1951 if it follows the pattern of the past 32 years 


It’s simple enough to sell real estate . . . so said an ad by a book 
publisher in a large metropolitan daily recently. “I have turned 
$100 into a real estate fortune and you can do it, too!” read the 
headline. The publisher listed 32 topics, suggested readers select in 
which phase of real estate they wanted to make their fortune. Even 
a youngster can make from $200 to $300 a week, the book publisher 
claimed. Tell that to the people who are trying to overcome buyer 
resistance, credit blocks, get listings. 


A tightened money market, plus credit curbs, have caused a flip-flop 
in the home building pace. April starts were 5% below March, 
33%, below April, 1950. First quarter starts had been at a near 
record. Forecasters say the mortgage situation will ease up within 
the next few months. 


Standoffishness of buyers, which has been cropping up in the retail 
market, has hit home sales in some major cities. Some brokers and 
builders in cities like Dallas, Detroit, Pittsburgh. New York report 
selling is much tougher, sales are trailing from 20% to 50% behind 
last year. One real estate builder summed it up this way: “We're 
really promoting our homes now. Two years ago an announcement 
was sufficient.” 


Builder Ralph Carletta of Fair Lawn, New Jersey, says it’s possible 
but not probable that New Jersey and New York builders can con 
struct low-rent apartments such as are operating in Memphis. The 
reasons: higher wages, more restrictive building codes, difference 
in tax scales. 


Some quarters of the housing industry are asking whether auto- 
mobiles are more important to Americans than homes. They reason 
that an average auto uses one and a half tons of ferrous metals. a 
total of 10,500,000 tons for 7 million autos last year. Including 
average street and underground utilities, homes take two and a half 
tons of ferrous metals, or 3.500.000 tons for 1.400.000 homes in 
1950. 


You can now select a house section-by-section and then put it to- 
gether. That's the result of a new plan by the Small Homes Coun 
cil, University of Illinois. The council has prepared plans for four 
basic units . . . living-dining area, work area (kitchen and utility 
room), sleeping area, garage . . . in a number of sizes and shapes. 
The units are combined into 28 different houses. And plans call for 
simplified construction details to save time and materials. 


News Nibblings: Fort Leonard Wood, Missouri, is the newest criti- 
cal defense area. DPA has okayed relaxation of controls for 250 
units . . . Socialized housing received another resounding defeat 
recently when the city council of Fitchburg. Massachusetts, voted 
10 to 1 against accepting a $40,000 federal loan for planning 100 
public housing units . . . Vandalism on construction sites is ram 
pant in Omaha. Police suggest builders install spotlights so patrol 
cars can locate jobs easier 
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CONSULT THESE SPECIALISTS... 


FOR REAL ESTATE 


SALES 


@ ALBANY, N.Y. 


Picotte Realty, Inc 
120 Washington Ave 


@AUGUSTA, GA 
Sylvia M. Barry 
Augusta’s Leading 

Realty Broker 


@ DENVER, COLO. 


Garrett-Bromfield & 
Company 
Security Building 


@ DENVER, COLO. 
V. J. Dunton Realty 


0. 
400-10 Midland Sav- 
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Richards Real Estate 


Co 
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@NEW YORK, N.Y. 
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East 42nd Street 

Main Street Proper- 
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@ORLANDO, FLA 
Harlow G. Fredrick 
Anywhere in Florida 
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all States 
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William E. Sleeper 
Realtor-Appraiser 
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Marshall W. Taggart 
1640 Wilshire Blvd 
@ MINNEAPOLIS, 
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Norman L. Newhall, 
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519 Marquette Ave. 


@ NASHVILLE, 
TENN 


Biscoe Griffith Co. 
—Since 1914— 
214 Union Street 
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@ NEWARK, N.J 
Harry J. Stevens 


478 Central Avenue 


@NEWARK, N.J 
Van Ness Corpora- 
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H.W. Van Ness, 
President 
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@NEW YORK, N.Y 
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Howard W. Etchen 


M.A.L. 
Etchen-Lutz Co. 


FOP LAND PLANNING 
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Myron H. 
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FOR IDEAL 


STORE LOCATIONS 


@ ALBANY, N.Y. 


Picotte Realty, Inc. 
120 Washington Ave 


@AUGUSTA, GA 
Sherman-Hemstreet 
Realty Co 
801 Broad Street 


@ BALTIMORE, MD. 


B. Howard Richards, 
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Morris Bidg 


@DES MOINES. IA 
Donahoe Investment 
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Retail, Wholesale, 
Industrial 


@KANSAS CITY 
MO 


Moseley & Comna>y 

Retail, Wholesale, 
Industrial 

Suite 1111, — 
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@NEW ORLEANS, 
LA 


Leo Fellman & Co 
829 Union Street 


eOKLAHOMACITY, 
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H. F. Bradburn 
Fidelity Bldg. 


@OKLAHOMA CITY, 
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Tom Pointer Co 


304 Local Bidg 


eST. LOUIS, MO. 


Isaac T. Cook Co, 
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@SARASOTA, FLA 
Don B. Newburn 
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Ave 


@WASHINGTON, D.C 
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1505 H Street, N.W 
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@DENVER, COLO 


Garrett-Bromfield & 
Company 
Security Building 


@ DENVER, COLO 
V. J. Dunton Realty 
° 
400-10 Midland Sav- 


ings 


@ TOLEDO, OHIO 


Schuster & Co 
George E. Schuster 
Gardner Building 


@ TOPEKA, KAN. 
Greenwood Agency 
108 East Seventh St 


FOR FARMS 


AND RANCHES 


= ER, COLO. 
U a Reals 


bi" - 
400-410 Midland Sev 
ines Bldg. 


@LOS ANGELES, 


California-Nevada 


Company 
412 W. 6th Street 


@OKLAHOMA CITY 
AHOMA 


OKLA 


Patterson Realty Co. 
Bide 


202 Hales 


FOR CHAIN STORE 


LOCATIONS 


@ALLENTOWN, PA 


The Jarrett 
Organization 

842 Hamilton Si 

““Specialiting East- 
ern Penna 


@COLU MBUS, OHIO 
William P. Zinn & 


Co. 
37 North Third St 


e@ SCHENECTADY, 
N.Y 
R. C. Blase, 
434 State St 


@SYRACUSE, N.Y. 
bes 7 M. Potter, 


i ast Genesee St 


@e TOLEDO, OHIO 
The Al E. Reuben 


Company 
618-20 Madison Ave 


FOR INDUSTRIAL 
SITES & PROPERTIES 


@ALBANY, N.Y 


Picotte Realty, Inc 
120 Washington Ave 


@ALLENTOWN, PA 
The Jarrett 
Organiration 
842 Hamilton St 
“Specializing East 
ern Penna.’ 


@COLUMBUS, OHIO 
William P. Zinn & 
Company 
37 North Third St 


@CONNECTICLUT 
AND VICINITY 
Nathan Merrup, Inc 
61 Allyn § 
Hartford 


one WwoOoD, 
CALIF 


t oman Dawson 


P.O. Box 555 


@KANSAS CITY, 
MISSOURI 
Moseley & Company 
Retail, Wholesale, 

Industrial 
Suite 1111, Insur- 
ance Exch. Bide 


@OKLAHOMA CITY, 
OKLAHOMA 


Tom Pointer Co. 
404 Local Bldg 


eST. LOUIS, MO 
Ono J. Dickmann, 
M.A 
1861 Railway Ex- 
change Bidg 


eST. LOUIS, MO 
Henry R. Weisels 
Company 
S.LR. — Est. 1894 
318 North Righth 


@SAN JOSE, CALIF 


Thos. L. Mitchell & 
Company 


17 EB. Santa Clara 
St 


@ SCHENECTADY, 
N.Y 


R. C. Blase 
434 State St 


@ TORONTO. 
CANADA 
Shortill & Hodgkins 
ed 


-imit 
2781 Yonge Street 





2 lines 12 issues 


2 lines © issues 


Additional lines 





Rates for Advertising 


In the “Consult These Specialists” 
Department: Per 


2 lines less than 6 issues 


50 cents per issue 
No charge for city and state lines 














CONSTRUCTION EASE! 


BUILDERS, now is the time to think about 
YOUR future in building! Manpower is in- 
creasingly short . . . Skilled labor is at a 
premium . . . Time is of the essence! 


Solve your manpower difficulties with 
Gunnison Homes! You can build twice 
as many homes, in half the time, without 
the uncertainties of conventional build- 
ing! Field erection is simple, standard- 
ized, speedy, requires a minimum of 
skilled labor! 


DEALERSHIPS are still available in certain areas. 
Write Dept B-14 for complete information, 


FINEST HOMES 
SINCE 1936 


Monvtacturers “OS” QL LLL LLLEALLL 


of Gunnison 


UNITED STATES STEEL (Us) ele) 120) PVsle LIL 


ro) 
€ oronace and CHAMPION Homes 


“Gunnison,” “Coronado” and ‘‘Champion’’—T.M. Gunnison Homes, Inc. 





